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Our Gravest Business 


by DR. JULIUS KLEIN 


Director of Foreign and Domestic Commerce, Washington, D. C. 


beyond question the gravest issue now before the 

industrial and commercial community of this 
country. The efforts of our business machinery to make 
headway with the present combination of scientific 
mass production and haphazard antiquated distribution 
is like a modern giant-capacity truck trying to deliver 
its load of up-to-date efficiently produced commodities 
by creeping along the highway of commerce under the 
power of a “one-lung” pre-war vintage motor. 

All of the economics and laboriously achieved savings 
represented in the load are completely eaten up by the 
flagrant wasteful futility of the motive power. If dis- 
tribution is simply motion applied to materials, as it 
has been defined by one distinguished authority, then 
certainly much will have to be done before we can 
rightfully claim to be getting anywhere in terms of 
profitable operation. 

Our production methods are without equal the world 
over, with maximum output records per worker as well 
as per industry in most of the major staples whereby 
the industrial preeminence of nations is appraised. But 
this is only one half of the ledger. If the record is to 
balance and if we are to achieve substantial solvency 
during the stress of increasing international as well as 
domestic competition, if we are to survive any tempo- 
rary uncertainties which are bound to occur in various 
localities or trades, we must not accept our present 
method of operating with complacent satisfaction. 

To let well enough alone at this crucial stage of the 
world’s business history would indeed be to invite a 
disastrous breakdown with the first stretch of rough 
going. 

The modernization of our sales strategy is absolutely 
essential if we are to retain our present commercial 
supremacy. 

Using the calculations of the group of engineers ap- 
pointed by Secretary Hoover to study waste elimina- 
tion, Dr. Klein estimated the nation’s losses from in- 


T es wastefulness of our distribution system is 


Problem 1! 


efficient distribution to approximate $8,000,000,000 an- 
nually. 

The details of this truly appalling charge on our 
national resources and earning power could be elabo- 
rated almost indefinitely. To take a single item at 
random, the careless administration of retail credits 
through over-extensions, slipshod installment selling 
and the like, piles up an annual loss which has been 
reliably estimated at not less than a billion dollars a 
year. There is no way of checking accurately, in dol- 
lars and cents, the losses involved through inadequate 
sales operations—overselling poor markets and ignoring 
good ones; nor is it possible to appraise or even to 
guess with reasonable accuracy the losses involved in 
scores of other phases of our distributive processes. 

It is alleged, for example, that it costs too much to 
distribute commodities; that the margin between pro- 
ducer and consumer is too great; but when we come 
to examine the actual profits of wholesalers and re- 
tailers, there is no sign of any widespread opulence. 
In fact, they are pretty well at the bottom of the scale 
in terms of business income with an average profit of 
2.2 per cent in 1925 as compared with 5.9 for manu- 
facturers and 12.5 for bankers. 

Time after time various earnest trade organizations 
have made determined assaults upon some phase of the 
problem in their special field, only to be overwhelmed 
by an entirely new development in distributive ma- 
chinery. Chain stores have expanded unbelievably and, 
what is more important, they hav: gone beyond their 
original cash-and-carry principles, bringing them into 
closer competition with the so-called independents. Mail 
order houses no longer rely exclusively upon ponderous 
catalogues, but are constructing retai! outlets of their 
own in scores of cities. Other new distribution factors 
have developed in abundance; house-to-house canvass- 
ing, cooperative wholesale buying, installment selling, 
hand-to-mouth buying, and numerous other innovations. 

With our entire distributive system in such a state 

[TURN TO PAGE 66, PLEASE] 
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Prris STYLES 


eves Profile 


The Expert Eye 
Looks at Footwear from a New cAngle, -Making 
Design of Tremendous Importance 


2, Rue des Italiens 

VERYTHING in Paris stresses 
Eé the artistic, oftentimes to the 

neglect of the practical. Natur- 
ally shoes are created in Paris with 
European selection in mind. Very 
little thought is given to American re- 
quirements, except as it may be a cus- 
tom shoe for an American lady who 
knows what she wants, and wants that 
only. 

American stylists, of whom there 
are many, who make regular trips to 
Paris, take these European impressions 
and develop therefrom their own in- 
terpretations. This is more true in 
dress than in footwear, for in dress the 
carriage of the American woman’s 
body is much different from that of her 
French sister, and certainly from that 
of the English girl. 

In shoes, however, we find that style 
pickers take a French pattern and 
interpret it literally into American 
shoes. Oftentimes they fail to catch 
the spirit of the shoe in its relation to 
the costume. Wealthy people who buy 


The Low Back 


When the French designer 
took the boudoir mule and made 
it into a pump with a counter in 
the back, he developed a style 
that made a tremendous hit in 
Texas. Now another creator, 
who has to his credit the open 
shank idea, which has _ been 
translated into tens of millions 
of pairs, has tried a new low 
back. From the heel to the top 
of the back is about an inch and 
a quarter. And strange to re- 
late, the shoe hugs to the foot 
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the first models in Paris have a taste 
that oftentimes is radically different 
from the patronage of retail establish- 
ments in America. But, nevertheless 
high style plays a very important p 
in striking a high key that gives pk 
ure to millions of people in other parts 
of the world. 

Art and footwear shine brilliantly 
Paris. The Frenchman is extrem 
proud of his capacity to create pretty 
things. One style leads to another, 
and no French designer is happy unless 
he has completed the entire circle. A 
new line on a shoe is a supreme 
achievement. The French designer is 
testing and trying all the time for new 
effects, not only in line, but in material. 

French shoe designers are almost 
pests in the opinion of material mak- 
ers. They are always buying a foot or 
two of this or that to try something 
new. 

For the American shoe buyer to pick 
up an exquisite shoe made of som: 
very unusual material, and then hop 
to get that same beautiful effect in 
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and ligaments which do or 








volume in America, is an 
impossibility. To build 


do not need support. 


shoes in volume, standard ofA STURDIER type of footwear for Never has there been a 


materials must be used, 


and therefore the variety liberal use of tweed and woolen effects in 


comes in the design and 
pattern. Therefore, the 
selections that we have 


fall wear is made necessary by the bigger opportunity than 


at the present moment to 
be individual. The vogue 


women's autumn ensembles. The oxford, of the beend cleum tee Ge 
will be the base type for wear with these te wae kee wall 


made of a few key shoes costumes but it will be a glorified oxford, trimming and finishing 
indicate style possibilities lightened by artful cutouts and by band- effects to be adopted. The 


wherein the pattern is of ings of contrasting color. 


prime consideration. 


overcast edge of two tone 
leather, in contrast to the 
invisibly stitched tailored 








Any one who watches 
Perugia build shoes is 
fascinated with the excitement of accomplishment 
which surrounds his handiwork. On a table that may 
have three hundred different materials scattered about, 
he works in feverish haste. Over the wood he may 
try one hundred materials. They are simply tacked 
on, and with his big hands he catches the spirit of 
some style in creation. When he strikes a combination 
that pleases him, then the careful work of drawing 
the pattern and building a shoe is carried on. The 
pencil sketch doesn’t come first—it appears only after 
the major idea has come to him. That’s the reason why 
some o! the outstanding shoes of the world have come 
from his hands. They are developed by the genius 
of chance. 

The shoes on these two pages, hand made footwear 
from a number of creators in Paris, reveal new lines 
that have certain differences that can be revealed only 
on the photographed model. Sturdier lines and definite 
strappings are highlighted by French booteries. When 
Paris adopted the smart English tweed to build and 
shape into the modish ensemble of today’s vogue, the 
French boot makers definitely decide on a sturdier type 
of footwear for fall wear. 

The intrigue of strappings and bandings of much 
broader proportions than heretofore was thought out. 
One successful designer explains that what the stylist 
has done is to take the oxford as a base type and then 
to lighten it through the me- 
dium of artful cutouts here 
and there, which in no way 
detract from the style or har- 
mony of the shoe. When the 
designer fashions these con- 
tour lines, he definitely fol- 
lows the lines of the foot, 
taking care to style the broad 
strap on horizontal or di- 
agonal lines, keeping in mind 
the position of the muscles 


edges is also important. 

The patent leather banding on suede and alligator, 
and snake foxings on the new soft calfskins, are all 
trends needing development. It has been in the air 
for some time again to finish custom shoes in high 
black finished leather. It is explained that it lengthens 
the silhouette and places the foot on the ground very 
definitely. In other words, the blend with the pavement 
in color and depth helps to create costume harmony. 

The long quarter line in deeper tones should go well 
with the dressier tailored suit. Combinations of gun 
metal and black will be featured with the new grey 
worsteds, while blue and gun metal trims should be 
very much in evidence as the complement of the short 
worsted jacket which will sweep the country in all 


The French believe that a 
profile period in style de- 
sign is coming next fall. 
When women wore ex- 
tremely short skirts, cross- 
ing the knees was impos- 
sible. Now, with skirts be- 
low the knee, crossing the 
legs gives a new oppor- 
tunity for design on the 
sides of shoes. The three 
models shown indicate the 
trend in design 


shades of blue, from the midnight and navy to purplish 
tones in novelty weaves, including the mannish herring- 
bone and chevron weaves. 

The prominence which the copper shades will have 
in the fall style picture is important to the tanner as 
well as the shoemaker. Some kid houses have already 
covered this dress and suiting shade with a burnt 
copper number which blends most admirably with the 
hosiery shades in duo-tones, and the grosgrains used 
for finishing lines on the new shaggy felts. 
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Getting More Shoes Sold Right 


To Increase Desire 


NCREASE Desire—in these two words we ex- 

press the entire problem of the shoe industry— 
for not with the key of Utility alone can we un- 
lock the public’s power of consumption. Find what 
the customer wants and sell him or her more. A 
student of human behavior gives us this gem of 
pure reason. We studied an immense crate of the 
advertising literature of the industry and boiled it 
down to two precious words—Increase Desire— 
and strange to relate, less than one per cent of the 
circular matter was based upon “use expressed in 
terms of the desirability of possessing a particular 
product.” 

How can we get more people to buy, and each 
person to buy “more” or “better” is the problem of 
every division of the trade from tanner to manu- 
facturer to merchant, all meeting in service over 
the fitting stool—pair by pair—in profitable sale 
to the public. We in the trade know that men 
bought in 1927 at the rate of 2 and 16/100 pairs 
of shoes per man; women bought 2 53/100 pairs 
each, and child demand was 2 40/100 each. The 
consumer kept no record of his or her yearly pur- 
chases. Is it possible, therefore, by increasing de- 
sire, to extract the price of an extra pair—“un- 
beknownst” from the average public purse? 

We are approaching that time of the year when 
many shoes are made with return-tickets on them, 
so “it behooves every maker of fine footwear to 
test every style and color for its salability in July 
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and August—the bitter-sweet months of the year 
when stores can sell, at top figures, shoes they 
haven’t got—and can’t give away those they have.” 
It behooves every merchant to select with care and 
to venture into new footwear with greater courage 
—for a profit now comes in unusually attractive 
styles for summer wear. 


“Tan Shoe” Day 


HE 18th of April was straw hat day in Bir- 

mingham, and a number of shoe men seized 
the opportunity of being conspicuous by wearing 
straw hats. They were equally conspicuous at the 
shoe convention by the absence of light weight 
shoes to complete the picture. 

Weather is the controlling factor, for the South 
in April was experiencing a misplaced March. As 
the calendar rolls around we will come to May 15th 
and its label “Straw Hot Day” for the North, but 
the actual straw hat day for the far-north country, 
just below the Canadian line, will be closer to 
June 15. 

At each step and stage of the journey of the sun 
North, there is opportunity for linking the hat and 
the shoe for the season. Wouldn’t it be a wonderful 
thing, if automatically on May 15 we could have 
“tan-shoe day” to establish a change of shoes for 
summer, in view of the somber foot shades now 
prevailing? 

Light weight shoes are increasingly salable as 
summer foot coverings for men. The demand “by 
weight” is more noticeable in men above forty. 
The change of color would have its greatest effect 
in men below that age and style line. This is the 
summer when men will pay more attention to 
sports dress, not for its loudness, but for its ap- 
propriateness, and every indication points to the 
biggest business ever in men’s shoes this summer. 


New Men’s Strategy 


HE time-honored habit of designing a shoe 

store—one long side for women’s shoes, the 
other for men’s shoes—is passing. For fifty years 
about 100 per cent of family shoe stores were de- 
signed for back-to-back shoe selling. 

Now comes a new thought—front of the store 
for women and the back of the store for men. Men 
get a “kick” out of walking through the women’s 
department and then being fitted in privacy and 
comfort in a department in the rear of the store. 
When shoe selling was back to back there always 
was some embarrassment to the men. 

Now, with a distinct men’s shoe department 
comes the necessity of keeping store salesmen of 
men’s shoes “in their place.” No longer are ‘hey 
allowed to double up for the sale of women’s shes, 
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laces and findings and to be general utility men, 
for constant attention to men’s shoes plus the de- 
velopment of contact with men customers, makes 
that development grow. The strategy of showing 
men three pairs of shoes in one sitting—or one 
tan shoe on a foot, while the other is fitted to black 
—helps sell more pairs. The part time salesman of 
men’s shoes cannot be expected to do full duty to 
men in shoe service. There is a real year ahead in 
men’s shoes—but it necessitates complete atten- 


tion—and courage. 
* ~ * 


A merchant who put on a sale just before Kaster 
found after summing up that he had sold more 
regular than sale goods. Every reason for this 
condition was advanced by him excepting the real 
one—dislike and distrust of sales. Two sales a 
year, in proper season, calculated to clean up 
stocks, have come to be accepted by the public as 
legitimate and regular. Sales offered at odd times, 
too frequently, or just to speed up pairage and 
volume are losing out. You must have the very 
best of reasons for a sale and you must tell the 
people that reason in plain language. Do not 
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ment writers seem to search the lexicons for 
words that are unusual, foreign and meaning- 
less to the average person. French, dragged 
into an advertisement by the heels, may mean 
something to the man or woman who wrote it, 
but the reader of the advertisement has no time 
nor inclination to hunt up the translation. “Smart 
copy” with a liberal sprinkling of strange and out- 
landish words will interest a very small audience of 
readers. We see advertisements every day that 
require a dictionary at the reader’s side to make 
them intelligible. And, remember, no person keeps 
a dictionary at his elbow when reading ads. 


* * * 


The masses wear black shoes. The man or 
woman with only a few dollars to spend will con- 
tinue to wear staples that will go with any dress. 
Show them all the colors you like and hear them 
say: “Yes, kind of pretty. Give me a pair of black 
kids.” 


* * * 


One of the best reasons for men being “shoe un- 
—1 5 conscious” was given 
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The ‘Reason Why 


POWELL’S WALK-OVER SHOP 
Greensboro, N. C. 


It is almost impossible for me to express the satis- 
faction and tell you how much valuable information 
I get from reading the Boot AND SHOE RECORDER 
each week. All salesmen in both stores read it regu- 
larly, and I believe it to be the best trade magazine 


magic. To most people 
it is a snare and a de- 
lusion. 


* * 


A smart dealer out 
West holds every now 
and then a “What 
Not” meeting of his 
salespeople. “What 
not” to say and do in 
selling shoes is the 
‘topic of discussion at 
these meets. The sales- 
person who offers the 
best “What Not” at any 
meeting is awarded a * 
small prize. Original 
and interesting and cal- 
culated to keep the sales 
people alive. We hear 
so much of “What to 
Do” but very little of 
“What Not” to do. 
That is the better thing 
to know after all. It is 
better that we learn 
why a sale was lost 
than why it was made. 


going to shoe retailers. 


people. 


habit of his employees. 


* * * 








I have read the RecorveR regularly for about ten 
years and do not believe your editorials can be ex- 
celled. We would not be without it. 

Yours very truly, 


(Signed) 


Here again is evidence that up-to-date shoe mer- 
chants are interested in the education of their sales 


The man on the floor is of vital importance to- 
day in the success of any retail business. 

His contact with customers is the most sensitive 
contact in the whole scheme of merchandising. 

Mr. Powell is very wise to encourage the reading 


Sus Tt 
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by a man who has a 
wife and three daugh- 
ters. He said _ that 
after all the females 
were fitted out for the 
month there was very 
little left for paying in- 
stallments on the radio 
and car, much less a 
pair of kicks for the old 
man. 


Fall is a long way 
ahead and a lot of sum- 
mer shoes are still to be 
sold, but thinking a 
long way ahead is one 
of the duties of a good 
merchant. How about 
boots for next fall? 
It isn’t too early to 
think about them. Two 
or three good boots 
went over big last year. 
Looks as if there will 
be a place for a new 
boot pattern for the 
1928-1929 season. Some 
bright merchant or 
manufacturer will dope 
one out and cash in on 
it. 


J. C. POWELL. 


— 


President 














Flossy ad vertise- 





BOOT AND SHOE RECORDER 





Compiled by 
«Madame 
Hamitton 


Jeffries 


FH ASHION'S WORK SHEET 


Fashion Advisor 
of the 
Boot and Shoe 


R ecorder 


When She Wears Ensembles 





THE ENSEMBLE IS A DEFINITE FASHION Topay. It 
may be kasha, cashmere, tweed or silk and wool. 
The ensemble (coat, skirt and blouse) is accepted and 
is here for six months or a year. The colors for the 
ensemble are brown tones to beige, gray to oxford 
and light blues to dark blues. Brown, medium blue, 
navy and black are accepted as staples. The wool 
kasha and tweed ensembles are so styled that the 
blouse and the coat linings are of the same shade. 
The blouses featured for rougher tweeds are usually 
sweater type. The belts are narrow and tailored, 
being finished with severe buckles. 


3 


r 





TWEEDS WILL NATURALLY FEATURE calf leathers i 
light weight welts or McKays—combinations of cali 
and suede, all-over calf combinations, suede and alli 
gator, all-over lizard in tailored stylings—medium 
brown calf, black or deep brown combinations. 


ANY SHOE TO COMPLEMENT THE BEIGE or brown 
tweed should be very simple in styling and should 
take a 14/8 heel. The buckle should be a tailored, 
harness type, and should have the appearance of se: 
vice rather than high-style. No more than two tones 
should be used in these shoes. 





SKIRTS ARE Box PLEATED—either very wide and deep, 
or narrow knife pleating is featured. Some have the 
inverted pleat in the front, or are flared by diagonal 
inserts. The very newest skirts have the appearance 
of being divided. Many wrap-around skirts are box 
pleated, keeping the narrow line, but giving the ap- 
pearance of fullness. 


MANNISH TYPE WING TIP AND QUARTER, harness 
buckle, broad one strap. Honey beige calf all-over, 
14/8 heel. Chestnut brown strip pump all-over calf. 
Alligator or gun metal, black, or tan strip pump and 
one straps. All-over lizard tailored styles, three tiny 
buckle straps, elastic gore step-in. Also Colonia 
modifications. 





The lighter tweeds which will be worn well into the 
summer season are very loose in weave and have 
accents in yellow, blue and black. Combinations of 
satin and crepe, blouses or two-surfaced satin are to 
be worn with the lighter tweeds. 


The lighter tweeds take combinations of tan or 
black calf, with saddle of beige lizard, or plain and 
tweed: calf, all over alligator, scotch tongue an‘ 
buckle stylings, also oxfords in two tones. 


(Because of climatic conditions, the South and Southw: 
will probably not be so interested in the tweed link-up 
dress and shoes until fall.) 











Harts continue to be tailored for the wool ensemble. 
There are two distinct types—those with the sailor 
motifs and tiny brims, and those with no brim which 
have the flare effect over the ear. The airplane in- 
fluence: is still much in vogue and rough straws are 
of high surface coloring; the dull straw, known as 
Bakoo, is very new. 


The new note is for the hat and shoe to match. 
The ensemble carrying the same color for accents bu! 
the body of costume is three tones lighter. 


Suggested new colorings in order of importance 
Spanish Brown, Java Brown, Trotteur Brown, ne 
comes Gun Metal and then Grege. 
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10 HELP SELL SHOES 


In JUNE—JULY—AUGUST 


These charts show the very definite relation between 
costumes and shoes—give the proper harmony be- 
tween the two so that the entire ensemble may 
be properly carried out. The shoe merchant of to- 
day must know, definitely and precisely, what the 
costume vogue is to be in order that proper accom- 


panying footwear may be provided. 


When She Wears a Daytime Coat 





Coats which have flowing scarfs about the neck 
usually have the tight shoulder line, or sunburst tucks 
across the back. These often feature muff-like cuffs, 
which are shaped as a melon and takes the weight 
from the shoulder line to the arm. 


Built-up tongues or straps, patent with or without 
accents. 





There are two stylings, one with fur collar and the 
other with the shawl effect, which carries the diagonal 
line down to the hem of the coat. The cape coat has 
the shawl arrangement, which is full over the shoul- 
der to the waist line in the back. The cuffs are well 
set up between the elbow and the wrist of fluffy fur. 
If the cuffs are omitted, then the edge of the cape may 
have a banding of some soft fur. 


When the ensemble is black with beige accents the 
shoe and stocking may be of the one tone of beige. 





The straight line mode is relying on points and 
V line for inlay as the silhouette is gradually growing 
wider. Butter mole, fitch, queen and king fox, ermine 
and kolinsky are the favored summer furs. 





Black patent will be carried through with accents 
of reptilian leathers, but not in volume as it has been. 

The shoe should harmonize with the deeper tone of 
dress and coat accents. 





When the coat is black or blue, and the fur com- 
plement is of light shade—any of the blond kids 
are very smart if the stocking is of the same shade. 
Blue will be worn with blue coats. 


Blue shoes, also gun metal, are featured with the 
smart blue ensemble. 





The simply styled frocks of wool or silk materials 
are of plain fabrics, plaids or small checkings, usually 
in the same tone as the coat to carry out the idea of 
ensembles. 








The shoes which complement these modes should be 
of smooth calf or dark tones of kid for business wear. 


Some of the luster leathers, all-over, are featuring 
wavy lines of reptile inlays, and there is much deco- 
ration starting from the middle of the shank and 
working to the instep with pointed inlays. There are 
black suede and black patent combinations for con- 
servative dress wear; deep brown and black tones of 
kid, accents of lizard, all-over luster, and snake or 
kid pumps for popular wear. 

Dressing the feet to the coat is very important— 
especially in black and blue tones of the coat. Gar- 
mentry should be watched very carefully in shoe 
styling. 
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When She Wears Printed Silks 








Printed silks of every color combination are in the 


market. These fabrics are well covered in design, 
and very indefinite when styled in a dress. 


Plain frocks of rough surfaced silks will be worn 
in the late summer and early fall. 


All-over red, blue and green shoes, also water 
snake. 
Black lizard and black kid pumps. 
Indications of black satin and mat kid. 
One feels sure that the colored shoe of the neutral] 
tones from dark brown to parchment will be a big 
selling feature. 








The new feminine mode with the widened silhouette allows 
a great scope for decoration in buckle effects and buckle 
backings for settings. 




















Hats are uneven; skull, small brims and garden 
types are volume. Because of scant hat trimming, 
buckle shoes should register. 





As long as the hat stays small and “saucy,” the 
shoes will naturally be colorful, airy in pattern and 
the heel will be styled in 16/8 heights. 























The normal waist line is here, the semi-fitted waist 
with its definite waist line showing the trend of the 
mode. 

Tiered skirts, accordion pleated shell patterns, also 
soft flounces, are being featured in the softer mate- 
rials. Modified bustle effects are of style interest in 
the dress trades. 








Black faille three eyelet oxfords or bow ties, some 
Colonial tongues and black suede, with or without 
combinations or buckles. 

Sports clothes in printed silks will feature white 
and colored shoes, red and white, beige and white, and 
all white. Red shoes are a Coast to Coast proposition. 

Printed silks featuring all-over multi-colored ef- 
fects, will take kids and suedes of the beige and 
blond family. Tapestries are for exclusive wear. 



















Coat-like princess lines, featuring square necks, are 
expected, and combinations of soft materials and lace 
are being considered by the dress buyer for the sum- 


These combinations are put together 


mer season. 
V line, the U 


with three types of line in mind—the 
line and the “spread eagle.” 








In shoes, we expect that these important details 
will be shown as complements to the main line of the 
shoe. “Spread Eagle” effects may be used on quar- 
ters. 

Silver kid is used as a piping on the brown snakes, 
and gold kid or other inlays on any leathers on a 
greenish cast. Scallops on pipings are new. 
























Multi-colored chiffons, with green the leading color, 
will be featured. Most chiffons shown have dark 
blue and beige as backgrounds for daytime wear. 





Apple green kid far a “flash” style. Other multi- 
colored chiffons will take the light suedes, colorful kid 
and pastel suedes in Indian orange, pale lavender and 
green—these are for exclusive wear. Black satin 
semi-dress oxfords. 


For the summer activity of the American woman, in- 
cluding her outdoor life, week-end trips, beach picnics and 
over-the-road travel, sandal types of all kinds will be 
volume this season. 

Either braided leathers, perforated unlined types, or 
Roman sandals, will be featured. White and beige, black 
and white, red and white, and monotone combinations will 
register. Combinations with gray soles are extremely 
smart in sandal types. 
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10 HELP SELL SHOES 


When She Wears Sport Clothes 





An unprecedented sports season has been predicted 
and the vogue of white has been endorsed by all the 
leading stylists. White, or white with colored ac- 
cents, for daytime wear is heralded. Many simple 
frocks are featuring linen coats, hand blocked in vivid 
colorings. These coats carry a banding of two inch 
solid relief, which is featured on the edge. 


The shoe is often of the coat fabric, accented with 
green or red heels. Pastel shades in stockings may 
be worn, but Chinese pink, ivory and corn colorings 
are favored. 








White is of prime importance in this period. White 
and red are featured from Coast to Coast for vaca- 
tion wear. 


Footwear interpretation is white and red leather. 
Shoes, white Toyo, tapestries, straws, in open styles. 
Linen and fabric combinations. 16/8 or 18/8 heel. 








Orange and white, purple and white, in knit com- 
binations feature a small tam for active sports. 


The crepe sole sports oxford should sell in elk neu- 
trals and Spanish brown to complement the knit wear. 








Straight line coats are styled from the shoulder, 
sometimes carrying the raglan sleeve, or again, the 
polo coat effect—these coats are usually worn over a 
plain white or pastel shade of frock that has one of 
the colors of the coat, these coats are of three-quar- 
ters length—just the hemline of the dress showing 
beneath. Knife pleated skirts with grosgrain hems 
of different colors, or box-pleated skirts, which are 
also featured in the walking togs, are volume in 
sports wear. 


Many manufacturers have found old ivory far more 
satisfactory than the jade tones; there is now a dis- 
tinct vogue for this old ivory shade. Shoes in “Toyo 
Cloth”; white and jade kid; hand blocked linens; 
pastel suede and reindeer; braided leathers; perfor- 
ated vamps and unlined shoes; satin straws; multi- 
colored silks; high colored kids, tapestries and towel- 
ing: all interpret the sports mode in footwear. 





Almost any combination may be used this year for 
sports wear—for instance: red and white, black and 
white, yellow and white, green and white, brown and 
yellow, or orange, or any of the monotone combina- 
tions. Some imports are showing powder blue, com- 
bined with yellow and accented with wine tones. Stone 
gray and white are also shown. The sport coats are 
featuring two-inch suede belts, are styled on boyish 
lines, and are usually of tan beige or gray. 





Colorful shoes or all white seem to be the fore- 
cast for West, South and Middle West. Shoes worn 
with sport coats are usually of the buck “family” and 
are made with crepe or rubber soles when worn with 
active sports dresses, such as the tennis or the golf 
suit. When worn on the street, they usually feature 
smoked elk combination of alligator or the white buck 
with brown saddle. 


The rubber industries have anticipated these two 
big movements in the life and demands of the mod- 
ern—namely, the feminine mode and the big sports 
season ahead, and have fashioned delightful beach 
shoes of “fast-color” printed percales with colored 
rubber trims, and 12/8 wood heels with rubber toplift; 
colorful rubber capes and coats, and multi-colored 
pillows which may also be used as water wings. 
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FASHIONS WORK SHEET 


Afternoon and Bridge Frocks 











For Afternoon—Scarf effects and flowing points of 
chiffon or lace are featured in afternoon summer 
wear. In summer hats, dull finishes on dull black 
hats, with no accent, are the very newest things 
shown. Lacquered effects when used in straw are 
relieved by cired (luster black) ribbon. Crystal pins 


or some bright knob, is used for ornamentation on 
hats as are bows or ribbon. 





Complementary lacquered effects should be carried 
into the shoe by black kid and the combination of 
pearl luster leather. With this combination, very 
tiny buckles or luster gold pipings will be featured. 
On the light colored kids, the trim should be of luster 
and the piping should be of a very dark luster fo 
direct contrast and for the purpose of giving a bit of 
weight to the shoe. 











Sleeves receive much attention and are accented 
with intricate cuts and fabric working. 


Sleeve motifs suggest quarter inlays for shoes. 











In afternoon as well as in evening dress, the apron 
skirt provides a new way of introducing back full- 
ness. For this simulated apron, a single or double 
flounce finishes the skirt in front and rounds up in 
back to the waist line, where a sash ties with all the 
effect of ample, old-fashioned apron strings. As the 
flounce or ruffle pursues its curving way upward, it 
billows out backward in circular or gathered fullness. 







Lizards (in volume) may be counted on for months 
as a definite trend in deep tones of brown, medium 
beige and black. Combinations of light and dark 
lizard are in high style interest. For plain shoes the 
suggestion of splicing and underlaying is new. 





Lace and multi-colored voiles and chiffons will un- 
doubtedly bring back black satin and black faille ox- 
fords. These should be in volume for “the smarter 
set” in the months of July and August. Voiles and 
chiffons, being very fluffy with accents of lace and 
pleatings, will require shoes of very high style. 
Pumps will dominate. Again the black shoe with 
rich buckles will “register.” 


Colored kids in all tones, all-over snakes for short 
runs, lizards in volume, black kid and gun meta! 
satin finishes, deep blue kid with bandings of color, 
center buckle effects. Black suede and patent. Nat- 
urally this is a feminine mode and the accepted shoes 
have 16/8 to 20/8 heels. 














Many daytime dresses are featuring scarfs with 
streamers and flowing panels fastened with jewels. 
All beige and brown tones require the relief of old 
gold jewelry, gold chokers, or modernistic jewelry. 
The style value of gold and silver combinations in 
new chains could be applied to shoe creations. Com- 
binations of crystal, or vivid stones, rose quartz, to- 
paz, and topaz and jade, are being worked into 
jewelry designs, but do not permit of shoe harmoniza- 
tion except in span effects. 






Costume jewelry should be studied by the manu- 
facturer, as many times its outline or the case which 
holds the colored stone is an idea to be carried into 
the shoe for inlays or accents, or the color suggestion 
for the piping. 

















IMPORTANT—Dark brown kid has crept into vogue 
steadily. Chestnut tones follow closely. As the sea- 
30n progresses Spanish and Java brown will defi- 
nitely take first place in advanced fall stylings. 












The retail merchant should not show these colorings 
in much volume now—as their economic value will be 
sensed by the public. They will compete too strongly 
with summer colored kids and white. Dark brown 
and black suede are anticipated as “volume” for fall. 
For advanced shoemaking—keep your eye upon 
mocha-bisque and mode-beige. 
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When She Dresses in Evening Mode 


The new, feminine silhouette is more firmly estab- 
lished and more material is being used. Skirts are 
fuller and longer. In the evening gowns this added 
length is exaggerated in sweeping back fullness, 
while in daytime dresses the line is, of course, greatly 
modified, but remains very irregular. Godets, pleats 
and circular cuts are the favorite methods of introduc- 
ing this fullness, while tiers flat, both pleated and 
circular, are also employed. 





. At this moment lace is very much favored—the 
uneven hemline, deep scallops and bertha effects make 
a splendid background for the highly colored satin 
slipper with gold or silver heel, styled in streamline 
effects. 


Pumps dominate with jeweled accents. 








Net and lace form the drape styling. The dress 
slip being knee length and straight hem. The net 
and lace are uneven and long. 


Fancy designs may be appliqued in gold and silver 
but the all-over gold or silver evening slipper has 
passed. Couplings of gold and silver next to top lift 
are new in evening footwear. 








The evening wraps of heavy hand woven metal 
cloth, topped with rich blond fur, are suitable back- 
grounds for the simpler slipper as is the taffeta cape. 
The pastel colors rely on vivid corsage bows and cos- 
tume jewelry. Stiffer lace in black and ecru is high- 
lighted, as is chiffon. Stiffer satins, taffeta and moire 
are sighted for the coming fall. The stiffer satin 
and heavily marked moire fashions the wider sil- 
houettes, relying on net and pointed chiffon in hand- 
kerchief stylings for lengths. The newer frocks fea- 
ture hip sashes or bustle effects. 





Moire and Gros de Londre Net and Chiffon will | 


carry through the fall. 


| 


As the season progresses a different style of even- 
ing slipper is anticipated. The longer skirt, longer 
hair bob, and very long chain effects for jewelry, 
make us think that the slipper which styles a long 
vamp, streamline effects of gold or silver kid, cutout 
quarters and in some instances lace inlays, will be an 
advanced mode. However, as long as the lace domi- 
nates the situation in gowns, the simply styled high- 
colored satin slipper will be the necessary comple- 
ment, harmonizing with dress accents. 


The evening slipper must be idealized. The simple 
and purified type of dress, both for matron and 
debutante, with tight basques and full, uneven skirts, 
also the princess line in moire and taffeta, tells the 
manufacturer that lines and materials should be 
studied with great care. Streamlines are absolutely 
necessary. 





White moire, white satin and metal cloths are im- 
portant because of dyeing possibilities both in pumps 
and strap accents toward fall. The colorful brocades 
and French bullions styled with overlays of pastel kid 
and gold heels will register for classic lines and ad- 
vanced mode. 
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CORE one more for the had | 
humble screen as an ad- polka 
junct in window trim- a bac 
ming. Even in the futuris- in th 
tic effects, with which the as we 
eye of the shopper is being with 
deluged these days, it has its ful in 
place. : suéde 
The big advantage pos- Thi 
sessed by screens and, ex- to be 
cept in certain rare in- speak 
stances, not possessed by with s 
other trim fixtures, is that backg: 
they can be adapted for use somet} 
in any kind of a window, no color ¢ 
matter what architectural will ne 
period may have served as a real 
the inspiration for the de- stop tl 
sign. on the 
Screens, in years gone by, : ; : If tl 
have had their place in al- The five-panel screen in this R. H. Fyfe window, trimmed by Display Manager fp °! 2 
most every civilization, and =F. & Whitelam, was covered with black satin and air-brushed in gold futuristic fe "5° 
certainly am ovety period stripings. Pillows and scarf were of deep rose and green. Fixtures were of sibilitic 
since the Dark Ages in Eu- wrought iron and the shoes displayed were all of reptilian leather. The sign °° 
Fope. Screens are found mn reads: “Reptile Leathers—Smart as Paris.” — 
Russian art, in Moorish, in small o 
Italian; both ancient and F entire » 
modern, and they flourished in simpler form in this plished either by taking the panels off or by folding them J up on 
country in Colonial days. So much for their adapta- back out of sight. then th 
bility to any given architectural period. And as for color, the material of which the screen is § casion 
Primarily, the window trim made can be of any hue of the @ more. 
expert is interested in screens rainbow, any or all of them, Imag 
as a background. Back- in fact. fairly v 
grounds must vary, of course, If the screen frame be of § with a : 
to take care of shoes of dif- wood with center paneling of the m 
ferent color and to blend in composition board, then wal i against 
height and width with other papers can be cut out ani@are d 
fixtures in the window. Start- pasted over it. And any store fM ‘the silv 
ing with a simple five-way dealing in wallpaper wil § ciently 
screen, either such a one as show you enough different Mi not to 
that used in the R. H. Fyfe colors and designs to last even J Somewh: 
windows shown on_ these. the most grasping window @ with his 
pages or one even more con- trimmer most. of his natura grounds 
ventional than that, with the life. With 
horizontal top line, it is a If fabrics are desired a (48 the ¢ 
fairly easy matter to visualize being richer in texture tha fi Fyfe w 
literally dozens of different wallpaper, then it is necessary # possible 
effects. only to use small, almost it shelves 
Take shape, for instance. visible thumb tacks to hold ' i which th 
A five-way screen can be A close-up of the screen in the window above. in position over the compos Mi made an 
made into a three-way screen Plain colors would be equally as good in many tion board panelings. on these 
very easily by the elimination cases and the more conventional type of screen, Or if more elaboration 'Mare jn | 
of the two end panels. This with horizontal top line, can also be used to good desired, you can use a COU MM their pe 
elimination can be accom- advantage bination of the two. Recent MM can be @. 
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Color and Texture can be Changed at Will and 
it can be Made into Many Different Shapes 
to Meet all Window Needs 


one Boston shoe shop came out with a 
screen covered with black silk on which 
had been pasted, or otherwise attached, 
polka dots of silver. This was used as 
a background for shoes of every color 
in the store’s stock, and it looked just 
as well in contrast with black patent as 
with white kid and calf—and delight- 
ful in contrast with the soft browns in 
suéde and calf. 

This business of color contrast is one 
to be watched carefully. Generally 
speaking, if a window is to be trimmed 
with shoes of different colors, a neutral 
background is best—black, gray or 
something of that nature. A little high 
color on the backround, here and there, 
will not hurt and, in fact, can be made 
a real attention getter—something to 
stop the eye and allow it finally to rest 
on the shoes in the window. 

If there are various combinations of 
color and material to be worked out in 
one screen, imagine the pos- 
sibilities presented by the 
use of two or even three 
screens in one window— 
small ones, of course. If an 


s entire window is to be built 


up on the unit principle, 
then there might well be oc- 
easion to use three or even 
more, 

Imagine, for instance, a 
fairly wide, shallow window 
with a small silver screen in 
the middle background 
against which black shoes 
are displayed. Flanking 
ithe silver screen and suffi- 


ciently. far removed so as 


not to clash, are the two 
somewhat smaller screens 
with higher colors, as back- 
‘grounds for the tan shoes. 

With bigger screens, such 
as the ones shown in these 
Fyfe windows, it is even 
possible to attach little 
shelves to the material of 
which the screen panels are 
made and place single shoes 
on these shelves where they 
are in close proximity to 
their background. Hosiery 
can be draped over the tops 


concealed in the 
window on the opposite 
page is this clever little 
fixture. The heel rests on 
one hand and the ball of 
the shoe on the other. It 
could take the form of a 
man, animal, bird or any- 
thing 


Almost 


of screens such as these, or can be at- 
tached to any point on the panels. 
These are merely haphazard sugges- 
tions, and different arrangements will 
suggest themselves as soon as screens 
are placed in the windows. The im- 
portant thing to be kept in mind at all 
times is to see that the screens, either 
by reason of their size or their color- 
ing, do not overshadow the shoes. 
These Fyfe windows, incidentally, 
suggest the use of still another modern 
type of fixture—the wooden cut-out, 
similar to the one shown near the top 
of this page. These almost grotesque 
little woodeny figures are compelling 
eye catchers, particularly when enam- 
eled in bright colors. And anyone, 
with a good paint brush and the brush- 
ing lacquers of today, can paint one of 
them in ten short minutes. One coat 
of lacquer of one color can go over 


4 


Here is identically the same screen used in a far different setting, for men’s 
shoes this time. The more rugged box-like display fixture and the ship model are 
substituted for the daintier fixtures used in the women’s window. 


[TURN TO PAGE 66, PLEASE] 
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Trade Pulling 
Letters 


(Jae the four partners of 
Dickey, Bobbitt-Foster Co., 
Durham, N. C., know almost every- 
one in town, new people are con- 
stantly moving to Durham. Within 
a week after getting settled in 
their new home the householder re- 
ceives a mailed “Welcome” folder 
from this store. It is a simply 
worded and gotten-up piece of adver- 
tising, but it is most effective in its 
results. The inside page reads: 

“Welcome 

“We are delighted to have you in 
our city and trust you may find your 
stay a very pleasant one. If we can 
be of any service to you in any way, 
we shall be very happy to render it. 
When down street, drop in and make 
yourself at home with us.” 

The home office of the largest col- 
ored insurance company in the world 
is located in Durham, with more 
than a hundred colored girls work- 
ing in the office. In return for a 
couple of pairs of stockings, one of 
the girls struck off a list giving the 
names and home addresses of all the 
girls employed there. 

Two special sales stirred up con- 
siderable interest last season. One 
was a ten-cent sale, that is, one pair 
of shoes at reduced price and the sec- 
ond pair for ten cents more. Many 
odd pairs were cleaned out by this 
method. The other was a one-cent 
stocking sale, at which time a seven- 
dollar-a-dozen stocking was sold with 
each pair of shoes for one penny 
more. Through an arrangement 
with a local hosiery mill, the store 
took ten dozen of the stockings with 








by HARRY R. TERHUNE, Fieip €p:70r, 


the understanding that they would 
be allowed to return all unbroken 
boxes, as it was figured that the ten 
dozen would be more than enough. 
This estimate was way off, as on the 
first day of the sale sixteen dozen 
stockings were sold. This I figured 
out to mean that 192 women bought 
shoes that one day, which isn’t so 
worse for a city of 50,000. 


* * * 


Making Shoes Cool 


6D IRMINGHAM, ALA.—An eye- 
let set in each side of the inside 
instep seam of men’s oxfords is a 
great help in aiding the feet to be 
comfortable during the warm 
weather. Enough air comes in 
through the eyelts to keep the feet 
cool and dry at all times. This is 
one of the ways T. G. Humphreys, 
who sells Nunn-Bush shoes in the 
Porter Clothing Co., has of making 
friends for the house. 
* * * 


Advertising Neighborhood 
Stores 


UFFALO, N. Y.—Advertising 

a good neighborhood store pre- 
sents several problems. Advertising 
in the city newspapers is out of the 
question on account of the cost and 
the limited number of interested 
persons who read the copy. The 
Hayes Shoe Co., 3212 Main St., Buf- 
alo, has a real bright store in a fast 
growing high class community. 
There is one friendly competitor 
selling shoes in the same _ block. 
Aside from spending considerable 
thought and money on the windows, 
giving presents to the children and 
being on the job all the while, Mr. 
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Hayes has found the weekly prize of y 
method brings him the best returns. of s« 
All customers receive a ticket and ae 
a worth while present is given each ing, 
Saturday night. Permission is ob- finisl 
tained from the recipient to allow come 
the name to be used in the next ~ 
’ ° ee an 
week’s circular advertising. will 
* * * lastin 

A to yo 
Good-Will from Laces “Ww 
miles 
_YREENSBORO, N. C.—Three you a 
weeks after a man has pur- drop 





chased a pair of shoes from J. M. 
Hendrix Co. he receives an interest- 
ing letter, also a pair of shoe strings. 
Both the strings and the letter are 
good. Here is the letter: 

“Some morning when you are 
dressing a mile a minute, your shoe 
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lace might S-N-A-P. To forestall in th 
that, we are sending you a fresh were 
pair with our compliments. We The 
don’t forget about a customer when room 
the door clicks behind him. We is the 
want his purchase to be 100 per cent ahead 
satisfactory, even to the laces. It make 
was a pleasure to have sold you the arrans 
shoes you are now wearing, and we In 
confidently hope for an encore when this of 
you need another pair.” often 
Sure, the name of the store was erally 
on the band of the lace. shoe f: 
s+ 2 Saw a 
though 






A Letter Which Brought 
Men into This Store 


HICAGO, ILL.—Reuben Metz, 
well known men’s shoe expert, 
knows full well that men, even to 
day, dread the thought of breaking 
in a new pair of shoes, despite the 
fact that never were men’s shoes 
more comfortable, when well iitted, 
than they are now. So he doped out 
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the following letter and has been 

highly gratified at the results it has 

prought from the list of customers 
to which it was sent: 


“Have you ever forgotten those com- 
fortable shoes you wore in sheer joy 
until they were disreputable old boots 
_or those oxfords that sold themselves 
to you from the shop window so smart 
were they—or the “good buy” that 
seemed to be made of rhinoceros hide, 
they wore so long and sturdily? 

“Shoes that combine these pleasant 
virtues—comfort, style and wear—are 
worth finding. For the style, the fin- 
ish and cut of the leather in your 
shoes says much about the correctness 
of your whole appearance. The fitting 
quality of your shoes dictates your 
bodily comfort. 

“And what item of your apparel gets 
such strenuous direct wear as your 
shoes—tramp—tramping on unyielding 
surfaces for hours each day? Cer- 
tainly the finest of shoe materials and 
construction are necessary, if you are 
to enjoy a full return from your in- 
vestment. 

“Shoes are never cheap because their 
first cost is small. To find the real cost 
of your shoes you must figure the miles 
of service, satisfaction and comfort you 
get per dollar. 

“In the*new footwear we are show- 
ing, you’ll see distinctive style and fine 
finish at a glance; you'll feel the wel- 
come advantages of selected leathers 
and expert workmanship far better 
than we can tell you. And a few steps 
will demonstrate how much accurate 
lasting, cutting and shaping will mean 
to your comfort. 

“We can promise you many happy 
miles in the shoes we have here for 
you at nine and ten dollars. Won’t you 
drop in soon and see them?” 


* * * 


Factory Racks Used in 


Retail Store 


62 IRMINGHAM, ALA.—A few lit- 
tle interesting things picked up 

in the Guarantee Shoe Store that 

were worked out by W. E. Shine: 

The display man’s private work 
room is up on the third floor, and it 
is there that he takes his samples 
ahead of time to form them up and 
make them look their best before 
arranging them in the window. 

In transferring the shoes from 
this office to the windows, they were 
often squeezed or dropped and gen- 
erally mussed up. While visiting a 
shoe factory a while back, Mr. Shine 
saw a shoe rack in operation, so the 
thought came to him that it would 
be a good thing to have in his store 
for the window trimmer. This has 
proved to be of great benefit, as the 
shoes are not only wheeled from the 
stock room to the window in a 
spick and span condition, but when 
they are taken from the window they 
are set up on the rack instead of be- 
ing scattered all over the store. 

This store, like many others, tried 
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to operate a shoe repair department, 
but in spite of careful watching it 
always lost money. ‘ The problem of 
having a profitable repair depart- 
ment in the store was solved by rent- 
ing out the department to a reliable 
workman, who also operates the 
shine stand as well. In an endeavor 
to bring new customers to these two 
departments, an agreement between 
the store and the shop was made 
whereby the store printed and dis- 
tributed 2200 books, each one en- 
titling the holder to ten free shines, 
while the shoemaker paid for the 
labor and polish used. This has 


a one 


Have You Given Any 
. Money to These 
Men? 


N a recent issue of the 
BooT AND SHOE RECORDER 

we called the attention of our 
readers to the fact that it is 
dangerous to give money for 
renewals or new subscriptions 
to any agent other than one 
with the proper credentials. 
Or, of course, to our Field Edi- 
tor, Harry R. Terhune, whose 
picture appears as part of the 
heading on the opposite page. 

Crooked subscription agents 
are abroad in the land. Several 
of them recently have been ap- 
prehended, convicted and sen- 
tenced to jail. Richard E. Bee- 
gle, alias James Pitcain, alias 
James Pitcairn, working the 
Southern States and Middle 
West, was arrested March 31 
in Indianapolis and given a 
sentence of six months. H. L. 
Graham, alias R. M. Preston, 
was arrested in Tampa Fla., in 
November of last year and sen- 
tenced to six months in jail on 
March 20 of this year. John 
E. Allen, alias Paul Clark, alias 
Paul Clarke, alias J. L. Marsh, 
alias John Rogers, but whose 
real name is believed to be Ed- 
ward Allum, against whom 
ample evidence to convict had 
been obtained, evaded punish- 
ment by joining the army. 

If any of our readers have 
given money to any of these 
men, please write me in full 
and I will see that matters are 
straightened out to the satis- 
faction of all. 


(Signed) 
P. M. FAHRENDORF, 
Circulation Manager. 

















65 
worked out very satisfactorily to 
both parties. 

Two things that Mr. Shine has 
worked out in this store which he 
says he would incorporate in any 
future stores are public telephone 
booths and rest rooms for customers. 


* * * 


Selling Shoes with Music 
EW ORLEANS, LA.—The 
Lester shoe store on South 
Rampart Street is right in the heart 
of one of New Orleans’ darktown set- 
tlements, consequently 90 per cent 
of the trade is colored. Saturday, 
of course, is the one big day of the 
week, with the store jammed until 
late at night. Knowing that darkies 
appreciate music, Manager S. E. In- 
grassia keeps a graphophone busy 
grinding out jazz all through the 
rush periods. He has the machine 
set on the front case for two rea- 
sons—to attract the attention of the 
passing crowd and to help keep the 
fitting chairs filled with customers 
rather than filled with friends. 

When three or four come in to 
help one person pick out a pair of 
shoes, the problem of suiting the 
“helpful” friends is solved, as the 
friends stay right up front, away 
from the selling, so that they may 
enjoy the music. This allows the 
salesman to concentrate on one per- 
son, so speeding up the sales. 

Part of the extra good increase in 
sales experienced since the introduc- 
tion of the jazz is attributed by Mr. 
Ingrassia to this innovation. So it 
seems that the same idea might work 
out well in some other of the smaller 
towns or communities elsewhere and 
help keep the customers entertained 
during the busy times. 


* * 7 


Displays in Theater Lobby 


OBILE, ALA.—Sometimes 

mighty good things are just 
handed out to one on a silver plat- 
ter. Look what happened to the J. S. 
Arnold store. They formerly had a 
no-account back alley, good only for 
receiving freight. Along comes a 
movie syndicate that needs said alley 
as an entrance to a big modern 
theater. What was Arnold’s back 
alley is now the main entrance to the 
Sanger Theater with a fine shoe 
store show window in the corridor. 
All this did not cost the Arnolds one 
penny, and Mr. J. S. told me he fig- 
ured his 25 per cent increase in 
business last year was directly 
traceable to the extra advertising 
obtained from the theater lobby 
show window. 
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Our Gravest Business Problem !! 


[CONTINUED FROM PAGE 51] 


of flux, it is doubly important that every possible effort 
be made to gage these transformations and estimate 
their effects upon the whole business system. In these 
days it is vital that every effort be made to eliminate 
each item of unnecessary sales expenditure. The 
fundamental philosophy of lowering prices so as to in- 
crease consumption, of minimum margins of profits and 
mass turnover, which have been so conspicuous an item 
in the success of many of our industrial undertakings, 
can be applied with equal effect to distribution. But 
such application is obviously impossible unless our dis- 
tributors match our producers in the scrutiny of de- 
tails in cost and the complete efficiency of their respec- 


tive processes. 


ODAY every prosperous manufacturer knows accu- 
rately each item of his costs. But can we safely 
make the same statement of our distributors? It is cer- 


tainly the exception rather than the rule for any estab- 
lishment to have its sales costs accurately distributed by 
percentages as among its various commodities or among 
such items as warehousing, delivery, advertising, clerj- 
cal hire, traveling salesmen, market analysis, etc. 

Answering the query, “What are you doing about it?” 
which was recently submitted to a large number of 
distressed firms, 73 per cent of them reported that they 
were endeavoring to reduce production costs, but only 
29 per cent indicated any efforts to cut sales expenses. 
That grave discrepancy tells the tale of impending 
tragedy. 

It is only through widespread publicity, through the 
aroused conscience of trade associations, the fine service 
spirit of national and business publications, and par- 
ticularly the determined pressure of militant consumers 
throughout the land, that this grave problem can be 
ultimately solved. 


Many Trims zith One Quick Change Screen 


[CONTINUED FROM PAGE 63] 


another of a different color when the latter has served 
its purpose. 

When too thick a coat of lacquer has been worked up 
over the surface of the wood, there are plenty of easy 
ways of scraping it down to the bare wood again and 
starting all over. 

A window entirely full of fixtures such as these prob- 
ably would be too much of a good thing, but used as 
high color spots among a collection of wrought iron fix- 
tures, as shown here, they are very delightful. 

Nor need the design of such fixtures be confined to 


the human figure. Animals can and have been utilized 
—in ridiculous postures—cartoon effects. Any clever 
artist could draw outlines such as this which, in the 
hands of a carpenter with a jig saw, could easily be 
turned out in wood or compo board, which is even less 
expensive than wood. 

Even wrought iron fixtures can be colored to suit the 
requirements of the window trim expert. There are 
excellent metal paints and lacquers on the market and 
all of us, of course, are familiar with the bronze, silver 
and gold powder paints used in touching up radiators. 





The Trend of Hide Prices 





Packer and 


Week 
Ending 


Packers 
Heavy 
Native Steers 


Packers 
Branded 


Cows 


Packers 
Heavy Texas 


Steers 


Country 
Calf S. hins 





April 28 
One year ago 








23% 
23 
23 
23 
24 
25 
25 
26 
26 
251 
18 





22 
21 
21 
21 
22% 
24 
24 
24% 
24% 
24% 
14 





23 





-30 
-28 
-29 
-30 
-30% 
-30 
-30 
-30% 
-804% 
-34 
-18% 
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Foreshadowing 
Style 


Weighing “the evidence of 
things not seen’’—collect- 
ing the first faint whispers 
of authentic footwear styles 
from the Seven Seas of 
rumor and presenting them 
as brilliant, exclusive and 
salable patterns for our 
clients. Such is the ren- 
dered service of this organ- 
ization. 


CONAWAY-WINTER-OCHS, INC. 


134 NEW ENGLAND Boston 
Summer SHOE STYLE DESIGNERS Mass. 
eet 
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THE NEW PATTERNS — 


Can always be found in the John C. Roberts line. 


Our Style Department is constantly bringing out new patterns that 


appeal to the most exacting men. 


PILE I PELTTITITETEEETETETTE Te rrrrrrrrrrrrrrrrrrrrrrerrrrrrrrrrr iii Litkwuwoititittittllliliiiiiliiiiiiity 
i 


These shoes are sold at prices which enable the merchant to sell 


= them to his customers at a price that will interest the most economical 


LLLLIL TTT 


buyer. 


Our salesman will be pleased to call and show you the complete 


line of John C. Roberts, and ‘““ALL LEATHER SHOES.” 


LiL iit 


: FOR PARTICULAR MEN 
: 


Write Or Wire For Catalog Or Salesman 


FRIEDMAN-SHELBY 


BRANCH 
INTERNATIONAL SHOE CO. ST. LOUIS 


SLIT ITI Trrirrririrititiity 














= 
= 
= 
= 
5 
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For Smart 
Black Footwear 


Kaffor Kid wins its way on quality, its fine 
grain, its high lustre, its light but sturdy 
weight, its shape holding and non-scufiing 
characteristics. 


a es gon 
155 Sahai pet 


Kaffor Kid not only wears well, but takes and 
holds a finish that is truly the “Background 
for Beauty of Style” over a longer period 
than usual with most shoes. 





Study the two smart styles illustrated 
below offered by The Air Mail Shoe Co., 
Division of The United States Shoe Co., 
Cincinnati, Ohio. The national distribu- 
tion of the fast style line of The Air 
Mail Shoe Co. reflects the trade’s ap- 
preciation of merit and quality foot- 





Swatches on request. 


Qie Mail Carmine, One Strap Buckle Git Mail Billie Tie, Kaffor Kid, 
Katfor Kid, Black Rajah Collar and. Cuban. Heel, *477, Stock.”406 
Strap. Cuban Heel, #47 Stock 600. 
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Is this a shoe store? 


Yes, and a very successful one at that! 


It’s really amazing how the installation of high 
grade chairs enhances the appearance of a 
shoe store, and how very much easier it is to 
sell when the customer is comfortably seated. 


The latest idea in selling shoes is to surround 
the customer with all the comfort, charm and 
privacy of a drawing room. 

An excellent example of this new develop- 
ment is the shoe salon of the Potter Shoe 
Company, Cincinnati, Ohio, which is equipped 
with Milwaukee Chairs. 

Lack of space or a large volume of trade may 
prevent your adopting this idea in its entirety. 
Yet there is no reason why your place of busi- 
ness can’t be made more attractive and com- 
fortable than it now is. 


Without obligation, the Milwaukee Chair 
Company will gladly make suggestions as to 
how the seating arrangements of your store 
can be improved, submitting complete cost 
estimates. For further details of this service, 
write The Milwaukee Chair Company, 624 
South Michigan Avenue, Chicago, Illinois. 


~ MILWAUKEE CHAIRS 
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BARON 
No. 314 
Colored Elk 
Sport Oxford 
Tan Calf trim—Red Golf Sole 
B, 6% to 11; C, D, E, 5 to 11 


BAMBINO 
No. 309 
in Black Calf 
No. 310 
in Tan Calf 
B, 6% to 11; C, D, E, 5 to 11 





the new line of men’s footwear— 


can be retailed at six dollars 


Made by the M. A. PACKARD COMPANY in 
their Kent Branch factory at Brockton, Massa- 


chusetts. 


Seventeen Styles in Stock 


Ask us to send catalog showing the com- 
plete line of THE KENT SHOE that now 
sets the pace of popular price shoes for 


young men. 


M. A. PACKARD CO. 


BROCKTON, MASSACHUSETTS 
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a our advertising in national 
magazines on Dr. Scholl’s Walk- 
Strate Heel Pads, we are making mil- 
lions of men and women conscious of 
the fact that crooked heels spoil a smart 
appearance. 


Enormously increased demand is the 
result. Cash in on this demand by re- 
minding your customers that you sell this 
— oe and style and shape-pre- 
serving Dr. Scholl shoe accessory. 





Display it in your windows and on your 
counters, and tell your customers about its 
virtues. In that way Ps will get more than 


your normal share of demand from our adver- 
tising. Try it! 
Throughout the year, 237,722,972 readers of the 


Ladies’ Home Journal 
American Magazine ‘ Cosmopolitan 


McCall’s . True Story 


are seeing this advertising — practically the bulk 
of the magazine readers in your town! Can’t you 
see the opportunities this offers you? 


THE SCHOLL MFG. CO., Inc. 


213 West Schiller Street 62 West 14th Street 
CHICAGO NEW YORK CITY 


112 Adelaide St., E., Toronto 


Factories: 
CHICAGO ° TORONTO . LONDON, ENGLAND 
FRANKFORT, GERMANY 


World’s Largest Manufacturers of Foot Comfort Appliances and Remedies 


Dr Scholl's 


rake So 
rom cecesctas \ Walk Strate Heel Pads 


© 1928, The Scholl Mfg. Co., Inc 
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What do your customers 
say about the shoes you 
sell them ? 


HAT would you give 

to hear the remarks of 
your customers about the 
shoes that once were part of 
your stock? How about that 
man with the tender feet and 
resigned look . . . has his 
expression changed to a 
smile ? 


You'll never know for 
sure what customers say 
about your shoes, until you 
make it possible for them all 
to say, ... “These are the 
most comfortable shoes I’ve 
ever worn.” 


Those are the sentiments 
that greet shoes equipped 
with Armstrong’s Cork Box 
Toes and Counters. These 
modern comfort accessories 
permit the shoe to yield with 
the slightest movements of 
the wearer’s foot. Shop- 


ping, working, walking, 
playing, Armstrong’s com- 
fort equipment, while faith- 
fully maintaining the shape 
of the shoe, never restricts 
the foot. 


More than 200 leading 
makers offer -you a_ wide 
range of Armstrong com- 
fort-equipped styles. From 
conservative black calf to 
collegiate brogue these shoes 
satisfy any customer’s whim 
or fancy. . . Feature these 
comfort brands of shoes and 
keep customers coming back 
to your store . . . friendly. 


Armstrong Cork Company 
Specialties Division, Lancaster, Pa. 


Boston, Mass .-197 South St. 
Milwaukee, Wis. .911 Majestic Bldg. 
Cincinnati, O..... 1017 Broadway 
St. Louis, Mo 204 8. Third St. 
Toronto ... 11 Brant St. 
Montreal 1001 McGill Bldg. 


Armstrongs Cork 
Box Toes and Counters 
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“Duflo” 


Insole Smoother 


A New Tool for Your 
Shoe Store 


Insoles are made smooth and 
comfortable by the use of the 
“Duflo” Smoother. 

Rough or Bunched up places can 
be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 
edge of insole without cutting 
lining or upper. 

Adjustable at screw-head and 
handle to take care of different 
angles. 


A Handy Tool to Use— 
*“Duflo” Smoother 


“Just 
Us Your Jobber can supply or 
ai 


Vrite direct. 


Between F. Hem eg Co. 
Ourselves” ; 


Boston, Mass. 
"7 











ONFIDENTIALLY — I’m just like 
thousands of other girls—fussy about my 
appearance. I like nice things—class, snap, 
style. But I’m practical too, that’s why you'll 
notice heels of New I. T. S. Super-Quality if 
ou let your eyes rest on my feet a moment. 
With these rubber heels I get extra long wear, 
ultra-smart appearance and a resilience that 
actually puts buoyance in my step. Be sure to 
put heels of I. T. S. Super-Quality on those 
shoes I left this morning—nothing else will do.” 


6 EXCLUSIVE I. T. S. ADVANTAGES 
1—Now, and from now on 4—Quick application — no 
I.T.S. heels are Super preparing of lift, no ce- 
Quality. ment. 


2—Up to the minute out- 5—Always tight neat job— 
lines. concave-convex shape does 
it. 


aS leew me June 16-23 
Te SuberQuality — Window TRIM MATERIAL 
RUBBERHEELS __ AND.NEWSPAPER ELECTROS 


Have Your Heels Straightened. Your Shoes Will 
Wear Longer. 
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Style 520 
Black Calf Leather 


Style 519 
Tan Calf Leather 


IN-STOCK 
A to D 


Made with MORRIS 
SOX SAVER QUAR- 
TER LINING The 
Greatest Improvement 


Since ¢ of 


the Rubli 


No. 520—THE NEW HIPPO 


A WIDE toe but not as wide as its predecessor—com- 
fortable and stylish—a swagger pattern for the colle- 
giate type fellow. Rubber Heel for comfortable 


walking. Soax-Saver Heel Lining. 


MORRIS BROS.SHOE CO. 


MANUFACTURERS 


MEN'S WELT SHOES 
Seba Ail. 
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Kid White 


Helps to Sell More 
White Kid Slippers 


Your customers will wear more 
white kid slippers if they are as- 
sured that slippers will not turn 
yellow. 


Cinderella Kid White cleans 
quickly! 


Prevents yellowing! 
Preserves the snowy whiteness! 


You can recommend it to your 
customers with utmost confidence. 
It is a dressing of unusually high 
quality and merit. 


Let Cinderella Kid White boost 
your sales this summer! 


Cinderella Shoe Dressings 


Everett & Barron Co. 


Providence, R. I. 
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Send for 
“SELLING SHOES” 


for May 


(NOW OFF THE PRESS) 


F you happen to be one of the 

few shoe merchants who are 
not receiving “Selling Shoes” 
regularly, write for your copy of 
the May issue now. It’s just off 
the press. 


In this 32-page catalog you will 
find definite answers to that 
somewhat perplexing question, 
“What shall I feature for sum- 
mer selling?” 


Here are pert patterns and 
voguish styles for infants, chil- 
dren, misses and growing girls— 
footwear carrying the famous 
SINBAC Helthy-Fut trade mark. 


Every page bids for your atten- 
tion, the entire issue offering you 
acomprehensive assortment from 
which to pick and choose. 


Remember, you can’t go wrong 
in stocking the SINBAC Helthy- 
Fut Line—it’s unexcelled for fit, 
style and quality. In writing for 
catalog address 


sSINBAC 


Helthy-fut 
ane flehby et W. MONROE 


CHICAGO 




















No. 442 
BLUE K 
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SELLING MEN’S SLIPPERS 


Gan Every Day = 


Danpp® 








NEW ORLEANS, LA.—Schumach- 

er’s is a men’s shoe store. In 
fact, this is the fourth generation 
of the Schumacher line that is in 
charge today. 

This house, from a_ service-to- 
customer point of view, sells many 
pairs of house slippers every day of 
the year. 

Two three-legged, fan-shaped tables, 
placed at either side of the front 
door, are always trimmed with 
slippers, one table having felts and 
the other leather. It is an easy and 
natural thing to mention slippers 
during the shoe sale and, with a 
slight gesture, call attention to the 
display. This results in the regular 
selling of a couple of dozen pairs 
each week, which ordinarily would 
not be sold. In dollars and cents, 
these slipper sales actually add 
around $4,000 to the total sales 
per year, which isn’t so bad. Of 
course, good selling felt and leather 
numbers are kept sized at all times, 
which means that lost slipper sales 
are a rarity. 





From Boot and Shoe Recorder— 
March 24. 





























By just opening the door of our In-Stock De- 
partment where you will find a very complete 
line of Men’s and Boys’ House Slippers in a 
variety of leathers, to retail at $3.50 to $6.00. 

Genuine alligator slippers, our No. 495B special 
at $4.00. 

Our in-stock folder listing thirty lines, sent on 


request. 


No. 442 . _ 
. I - 


L. B. EVANS’ SON COMPANY 


WAKEFIELD, MASS. 
“100 YEARS OF GOOD SHOE MAKING” 
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DID YOU EVER LOSE A SALE 


because you couldn’t fit a woman in a lower priced shoe and she 
couldn’t or wouldn’t buy the higher priced one?—or else you sold 
her but lost a customer. 








Thousands of women are reading in 

National Magazines that they can be The ENNA JETTICK Stock Depart 

properly fitted in ENNA JETTICK ment (with 100,000 pairs coristantly o: 

Health Shoes at $5 to $6 a pair. hand) makes it possible for you to cas! 
in on this demand and profitably exten 


Scores are writing in for dealers ad- ENNA JETTICK 
; this fitting service for the first time i; 


dresses where there is no local ENNA 
JETTICK dealer — perhaps from your Hea/th SAoe the history of moderate priced footwea: 


town. 


Narrow and Extra Narrow Wide and Extra Wide 


“A boon to those women that have been obliged to 
either pay high prices or take poorly fitted shoes.” 


You need no longer be told that 
you have an “expensive” fool. 


Your dealer or Enna Jettick Shoes—Auburn,N. Y. 
You'll Stride with Pride in Enna Jetticks 











If you are interested and there is no 
ENNA JETTICK dealer near you 


write 


DUNN & McCARTHY, Inc. 


Auburn, New York 
Dept. B 

















KEEPS THE FEET DRY 


INCE we first introduced TUFSKIM to the shoe 
trade it has been outstanding in assisting the shoe 
manufacturer to give INCREASED VALUE at DE- 
CREASED COST. This enables the shoe manufac- 
turer to make MORE SALES at a BETTER PROFIT. 


TUFSKIM high quality Sock Linings and Heel Pads 
not only WILL WIN CUSTOMERS, but also WILL 
HOLD CUSTOMERS. 


Specify TUFSKIM in your next order. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 


hs: ie 


LNA 


liNe Pp, 
fe} 


sete 


OAH TL tf 
: i 
ft 


tier 














bap Black-Java am 


ELVETTA Suede Calf 
will be most popular for 
Fall styles in these 
two dominant shades. 


Je Hunt-RAN Ky 


(106 BEACH STREET + 9 
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—in the New, Vivid Toyo Cloth 


ELDOM do women show 
such delight and eager- 
ness over a slipper as 

they are now, welcoming this 
latest Cosy toes in the new 
Toyo cloth. 

This colorful, exotic fabric is 
light, airy and cool — espe- 
cially suited for summer wear. 
It is waterproof, washable, 


No. E-2172/2—Turn sole Mule. 
Made of the new and popular 
fabric-Toyo Cloth. Lining and 
cushion insole of plain satin. 
Round toe last, C width. Covered 
wood heel. Sizes 2'/2 to 8. Stocked 
in 

E-2171/2—Honeybeige and Blue 
Toyo with Honeydew Lining. 


E-2172/1—Black and Cream Toyo 
with Lavender Lining. 





Cosy Toes salesmen and where they 
travel: 
F. B. Robertson—Minnesota, lowa, Wisconsin ind 
Northern IIlinois. 


J. M. Kostick—North and South Dakota, Nebraska, 
Kansas and Colorado. 


E. E. Sprague—Montana, Idaho, Utah, Washington 
and Oregon. 


. H. Cravens—California, Arizona and New Mexico 
. H. Kesten—Indiana and Michigan. 
. D. Bond—Ohie, Pennsylvania and New York 


May 5, 1928 





easy to keep fresh and clean. Price 


Order enough! Send for Spring and Summer In-Stock Catalog of Cosy Toes "Georgia. 


Slippers. 


Robertson Shoe Co. 





1623 E. Hennepin Ave., 
Minneapolis, Minn. 


$3.15 . E. McElfresh—Texas, Oklahoma and Arkansas 
T. Wilson—Alabama, Florida, Mississippi and 


N. J. McGlasson—Southern Illinois and Kentucky 
Ed. L. Clark—Large cities in Middle West. 

















SEND YOUR ORDER AT Soee: FOR WINDOW TRIM 
~~ MATERIAL AND NEWSPAPER ELECTROS FOR 





ae 
GREELEY BOUDOIRS 
The demand for Greeley Bou- 


doirs never ceases. One sale 
by you will be the beginning 
of many sales to the same cus- 
tomer. I make my Bou- 
IN doirs so they satisfy. 


STOCK 


36 Pair Cases 


If your jobber cannot 
‘supply you, write me. 





A. W. GREELEY 
37 12 Duncan Street - 


SA, 





Haverhill, Mass. (0% BROADWAY—32nd to 33rd STS., NEW YORK CIT) 





——=—_—_—_—_——_————=—=-== 


in convenience, comfortable accommodations and ex 
cellent cuisine, the Hotel Martinique invites every 
visitor to 


New York 


to enjoy all the comforts of home at the utmost ec 
omy. Amid pleasant surroundings, with all 
advantages of perfect hotel 


Service 


Martinique guests invariably experience the “best 
without extravagance.” Rates start at $2.50 per day 
club breakfast 45 cents—special table d’hote luncheor ns 
and dinners at moderate prices. On your next t 
let us convince you. A. E. SINGLETON, Mg: 


Hotel MARTINIQUE | 00 rooms | 


Affiliated with Hotel McAlpin 


—— 
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“*<. Ca : i: ( Golf C ciainimntedl will take place 
a 10-15, 192 5, al a! , oa (i ( Che 
evenl wall altract many ambitious amateurs ond many more 


“~~ 
hie spectators. Che smartest women, we believe, will wanl 


thar shoes fockioued from the colore showes below. 


et year, Sdobbie Gones, holder of Britich and Plmerican open, as well as 
tics: Dic Chana, Beating ialneale all, daceatad in celia 
Niel arthy, : C ) and in the fnale, ( hich Ovans, § and i | 
out of his five scores were O7, 69, OS, OF at Winikahda! ! 


Snart ¢ Fall po I( om Sheds m /] ( . @ Kdd., 


Creole ; wo. 3-N French Crystal 
(Trotteur Tan) Rose Crystal 

Eee kaa = EE Mercury Crystal 
(Spanish Brown) Grege Crystal 


Plantation inclement Honey Crystal 


(Java Brown) Brick Crystal 


Serge Blue ee > 1 ; 

re Blue .. sist No. 1300 Kaho Ceystal 
French Biege melo. 901 
Taupe Fox oantissilapidteaniincc an Serge Crystal 
Eee | Nile Crystal 


J. View (C aiih at il, (< O., Siva 


5 


Samples Soni Only Lipon Request A ‘Koom 1702 - 10C Cy, ld Ky, /1. ‘a of 


Marron Crystal 


Pa 
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READY TO SHIP, NOW 






Your customers will like the fit of 
this shoe. 









It is built over our 309 last; one 
that has few if any equals when it 







comes to providing absolute comfort 




































that 
to sensitive, hard-to-fit feet. — 
South 
‘ in wl 
Three button cut out slipper. Good- The shoe leaves nothing to be de- playe 
year Welt. Reinforced built-in steel , P . f tised 
arch supporting shank. 14/8 Wing- sired from a wearing standpoint, for was 
Seen Sees ore like all Wilbur Coon Shoes, it is deep, 
In to 
STOCKED WIDTHS built with solid leather counters, — tt \ 
AA—5 to 9 ° | h | d b 2 lh 
A to EEE—3 to 9 1nso es, eeis an oxtoes. lookin 
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An attractive cut-out of a healthy and smiling American boy gives a 
children’s canvas rubber-soled shoe trim an added sales appeal 


HE boys and girls of your community are your 
T vest canvas rubber soled shoe customers. It 

pays to cater to the kids. There are many ways 
that the retail shoe merchant can effectively and at- 
tractively tell them about various sports’ uses of 
canvas. For instance, a retail shoe merchant in a 
Southern city recently arranged a baseball window 
in which a cut-out of a leading American League 
player, a native of a nearby town, who formerly prac- 
tised for his “profession” on the old local sand lots, 
was featured prominently beside a group of boys’ 
canvas rubber soled shoes. People lined up, four 
deep, outside of the trim. Soon the small boys came 
in to look for their sizes in these shoes; all during 
that week an increased business in canvas resulted. 
For use in pageants and other playground activities 
canvas may be shown beside a picture of a healthy 
looking boy or girl wearing this footwear with back- 
ground in bright colors, grass and flowers, suggesting 
the outdoor atmosphere. “The idea is,” said a good 
merchandiser the other day, “to 
idealize your canvas rubber soled 
footwear by special windows early 
in the season. Don’t wait until some 
commence to cut prices.” 


N addition to a sales appeal to the 

young folks by means of a win- 
dow, Bullock’s, one of the largest de- 
partment stores in Los Angeles, con- 
ducts each year during a certain 
month a “Keds” contest for school 
children. Last year 7000 youngsters 
entered in this “publicity stunt.” 


HE challenge of fashion has been 

definitely accepted by the rubber 
industry during the past year or two. 
Not content with modish shoes and 
capes and coats and hats, it has now 
turned its attention to hosiery. And 
this is neither the old nor the new rub- 
ber stocking, but a stocking protector. 
It is the invention of Norman H. Lake 
of Boston, who has worked out the 
mechanical details from his blue 


The “Conformo” Hosiery Protector 
is easily slipped on over the shoe 
or rubber 


prints with the United States Rubber Co. The Hosiery 
Protector Co. of Boston is the sales company. It is the 
answer to a question so often asked by the well-dressed 
woman: “Why doesn’t some one invent something to 
keep the mud spots off our silk stockings?” It can be 
hooked and unhooked in four or five seconds and is 
made in a variety of leading color combinations, the 
most popular of which is French nude, with top and 
lower rubber strip of tan; there are also gray and 
French nude with red, green, blue and black trimmings. 


HE inventor claims that this hosiery protector is 

now mechanicaliy perfect, as its five hooks and eyes 
have just the right “play,” and that it does not slip at 
the heel. “It is called the ‘Conformo,’” said Mr. Lake, 
“because it conforms perfectly to the shape of the leg; 
it is rain proof, as a recent test showed, and yet it 
ventilates the leg. It weighs only a few ounces, and can 
be folded and carried in an ordinary handbag without 
injury. It is easily cleaned with ivory soap and warm 
water. It has been tested by a wearer 
for two hours in a house heated to a 
temperature of 82 degrees without 
causing the legs to perspire. A test 
for tensile strength was recently given 
by a three-pound pull for 38 days, or 
912 hours, equal to about two years’ 
wear, in which there was a stretch of 
two inches, without either front fas- 
tening or ‘invisible’ back seam break- 
ing.” The three big uses of “Con- 
formo,” as stated by the inventor, are: 
1. To keep the hosiery clean. 2. To 
keep the legs and ankles dry. 3. To 
keep the legs and ankles warm in cold 
weather and at the same time to 
effect a more trim and slim appear- 
ance to the leg, ankle, foot, and the 
natural line of the heel. Full direc- 
tions as to the method of adjustment, 
its care and utility, are contained in 
a circular furnished by the Hosiery 
Protector Co., which will be given to 
the customer by the retail shoe mer- 
chant. 











A “Voice” 


for Your Business 


OW can the passing street crowd see where 
you are unless you spot your location? 
—with a Flexlume day and night display! 























How can the throng tell what you sell unless 


you proclaim your goods and service? 
—with a Flexlume day and night display! 


How can the crowd distinguish who you are 
unless you publish the name of your store? 
—with a Flexlume day and night display! 


There's no obligation in writing us to submit, 
for your private consideration, a free color 
sketch of a Flexlume to impressively “voice” 
far and near on the streets. 
1734 Military 








your business 
Write FLEXLUME CORPORATION, 
Road, Buffalo, N. Y. 


Oakland, Los Angeles 


Factories also at 
and Toronto 


Detroit, 
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4-8—$1.80 


At These Prices 
You Can Make a 
Profit on Juvenile 
Shoes Where the 


Volume Lies 


814-11—$2.10 





It is not hard to sell children’s shoes. But 
it has been hard to find a line that was good 
enough to sell in volume at a price low 
enough to get that volume. “DOCTOR’S 
CHOICE” shoes solve the problem for mer- 
chants everywhere. 


Look at the good stuff we put in them—full 
grain calf and elk uppers—bottoms of gold 
spot spartan leather—faun leather lining— 
fast color eyelets—Goodyear stitched. All 
are made on lasts which an_ orthopedic 
specialist spent years in perfecting with the 
aid of X-Ray photos. 


Stock No. 6221 


1114-2—§2.40 


A Popular Number 


in the New 
Tan Calf 








Comes with Flexible S 
Gold Spartan Soles 
Resisting. Faun I 


Lining, Fast Color EP 
Goodyear Stitched 
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Catalog and Samples 
on Request 


Nature Footwear Corp. 


Brewer, Maine 
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} WHOo’s WHO ON THE ROAD 





Travelers Advocate Duty on Forei gn-M ade Shoes. Alarmed at I ncreasing 
Imports. U; rges Industry to Write W. ashington Representatives 


E>. THORNTON represents’ the 
Samuels Shoe Co. of St. Louis-on 
the Pacific Coast. Ed has a large 
trade in his section of the country. He 
reports that business is “looking up.” 


J N. BOGOFF, 
e who repre- 
the United 
Shoe Co. 
with offices at 
Room 1116, Re- 
public Building, 
was recently ap- 
pointed as a mem- 
ber of the board 
of directors of the 
Merchants’ Asso- 
ciation, composed 
of all of the 
tenants of this 
building, both 
offices and retail shops at 209 State 
Street. The Republic Merchants’ As- 
sociation was formed in 1915, with 
Julius A. Goldberg of O’Connor & 
Goldberg as the first president. Prior 
to his affiliation with the United States 
line, Mr. Bogoff represented the F. M. 
Hoyt Shoe Co. 


sents 
States 


J. N. Bogoff 


HARLES J. GILES of Chicago, a 

former Boston boy, who represents 
the W. B. Rice Shoe Co., Inc. of South 
Braintree, was at the factory during 
the past week, picking out his samples 
and preparing for an early trip to the 
Coast. Mr. Giles plans to be in Los 
Angeles for the Pacific Coast Shoe Re- 
tailers’ Association Convention and 
Style Show, June 4-6. His territory 
extends from Pittsburgh, Pa., to the 
Pacific Coast. This is Mr. Giles 
second season with the Rice line. 


ACK DO U- 

CETT, well- 
known shoe travel- 
er for the Valley 
Shoe Corporation, 
was recently in 
San Francisco, 
with the latest 
numbers in that 
line. Jack reports 
that business is 
good, and is keep- 
ing him “on the 
jump” every min- 
ute. Another well- 
known Pacific 
Coast shoe traveler, who reports that 
trade is getting better all the time is 
Ed. Reinhart, who represents Julius 
Tossman, Inc., in this section. Ed. 
Plans to show at the California Shoe 
Retailers’ Association Convention, to 
be held in Los Angeles, June 4-6. 


Jack Doucett 


HELEN M. HANEY 


L. DOGGET has formed a con- 

* nection with the Big K. Shoe 

Company and is now traveling Texas. 

Mr. Dogget is an “old timer” in the 

shoe game, having spent thirty-eight 
years on the road. 





WRITE CONGRESSMEN AND 
SENATORS 


Boston.— Shoe travelers re- 
gard as a serious problem, which 
the allied industry must soon 
face, the increasing imports of 
foreign-made shoes. It is stated 
by the National Secretary that 
during 1927 nearly three million 
pairs of shoes were shipped from 
countries across seas to. the 
United States, an increase of 
38.1 per cent over the imports 
of 1926; that Czecho-Slovakia, 
the most active among the ex- 
porting countries, is prepared to 
ship to this country 1,000,000 
pairs of women’s shoes in 1928. 
Hundreds of thousands have al- 
ready arrived which have been 
retailed at less than $4.00 and 
which cost the sellers $2.10 the 
pair. The increase in 1927 im- 
ports over those of 1926, in 
women’s shoes alone, amounts to 
practically 100 per cent. And 
this in contra-distinction to the 
fact that our shoe exports during 
recent months have materially 
decreased. 

At one of the annual meetings 
of the N. S. T. A. held a few 
years ago, this matter was dis- 
cussed with a view of taking 
joint action with other organiza- 
tions in the trade, in writing and 
wiring to Congressmen and Sen- 
ators, urging that a tariff be 
levied on imported shoes, but at 
that time it was thought bv 
many advisers that it would be 
better to hold the matter in abey- 
ance, on account of the fact that 
it might react on the good results 
already gained from the removal 
of the duty on hides. It is ar- 
gued, however, that the day has 
now arrived to divorce shoes and 
leather from the hide free list, 
on account of the different nature 
of the commodities; that whereas 
it is necessary to buy and sell 
hides in a world market, the re- 
verse maintains as to shoes and 
leather, if our industry and its 
workers are to receive the pro- 
tection to which they are en- 
titled. 














RT NAFTZGER represents the 

Imperial and the Holters lines of 
the United States Shoe Co. on the 
Coast. Mr. Naftzger reports a good 
business from his territory. 


T. McDOW- 
¢ ELL of La- 
fayette, Ind.,_ is 
one of the “live- 
wires” of the In- 
diana Shoe Travel- 
ers’ Association. 
For some_ seven 
years prior to Feb. 
1, 1928, “Arch” 
traveled North- 
western Indiana 
for the Peters 
Branch of the In- 
ternational Shoe 
Co. He joined the 
salesforce the Weinbrenner Shoe Co. 
about three months ago, and now 
covers the Central and Western In- 
diana. A. T. is well known to every 
shoe traveling shoe salesmen in the 
Middle Western States, and is loved 
and respected by all with whom he 
comes in contact. His many friends 
predict for him a big business on his 
new line. 


A, T. McDowell 


HE Rochester Association of Travel- 

ing Shoe Salesmen will hold an eve- 
ning luncheon-meeting at the Powers 
Hotel on the evening of May 25. Presi- 
dent C. J. Vegiard has appointed a 
special committee to arrange for this 
get together. At a recently held Satur- 
day meeting of this association there 
was some discussion as to advisability 
of changing the time of the weekly as- 
semblies from Saturday afternoons to 
a mid-week-noonday meeting. 


J. DRUFKE 

* of Chicago, 
well known to the 
trade in the Mid- 
dle West, through 
his thirteen years’ 
connection with 
the Irving Drew 
Co., and later with 
the Riley Shoe Co., 
has recently be- 
come affiliated 
with the Certified 
Shoe Corporation 
of Rockford, IIl., 
and will cover 
Cook County and Michigan. Mr. 
Drufke is an earnest worker and a 
good merchandising counsellor to his 
many retail-shoe merchants customers. 


Frank J. Drufke 








BOOT AND SHOE RECORDER 





REGISTERED US. PAT. OFF. 


A Street “QUTGROWN BEFORE OUTWORN” 
Sport Tie 


BX 5203 Gries-Pfleger Col. No. 
1133 Parchment Kip with Tan 
Calf Applique. D width. 

5-8 8%-11 11%-2 

$2.15 50 $2.90 





Blucher Oxford 


Korry Krome Sole 


L 1301 Full Chrome Black Patent 
leather. C and D width. 


L 5301 Hubschman’s tan calf. 
D width. 
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spring rubber heel 
2.25 


A Party Strap 


DU 351 Patent Chrome One Strap. 
5-8 8%-11 11%-2 2%-7 
Cc-D Cc-D B-C-D_ A-B-C-D 
$1.90 $2.25 $2.65 $3.15 








Concentrate on 
Trustworthy Merchandise 


Girls and, boys who are “on their toes” literally as well as mentally want 
smart, flexible, sturdy shoes—and there are none better than SKEEZIX 
Flexible Goodyear Welts. 


As a merchant, you know how soundly you must guarantee juvenile foot- 
wear. SKEEZIX will stand up behind you as faithfully as they stand up 
under the child. 


Read the description under each shoe illustrated on this page and you will 
understand the reason. 


Ask for Our New In Stock Spring Catalog. 
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HELTON R. 

HOUX, who 
represents Edwin 
Clapp & Son, Inc., 
in various sections 
of the country, re- 
cently returned to 
the East Wey- 
mouth, Mass., fac- 
tory after a few 
weeks’ trip 
through New York 
State, New Jersey, 
Connecticut, Penn- 
sylvania, O hio, 
and Rhode Island. 
Mr. Houx brought back with him some 
nice orders,*he reports, and is enthu- 
siastic over conditions. Mr. Houx is 
one of “the live wire” shoe travelers 
of the East. He has had a thorough 
training in the manufacture and sell- 
ing of men’s fine shoes, and is regarded 
not only as a stylist, but as a good 
merchandising counsellor to his many 
retail shoe merchant friends. 


Shelton R. Houx 


C. KLINE of Brooklyn, N. Y., 

e formerly with the Hoague- 
Sprague Corporation, is now Eastern 
sales manager of the Cahill Carton 
Company, with offices in New York 
City. Mr. Kline will personally han- 
dle the sales of the patented Cahill 
Carton which opens in the front and 
will supervise the sales of the many 
other kinds of cartons made by this 
organization. Mr. Kline has a wide 
acquaintance throughout the shoe 
trade, having been a shoe manufacturer 
and having sold shoes throughout the 
East for many years. His friends are 
congratulating him on his new con- 
nection which he regards as one of the 


greatest opportunities in the shoe busi- 


ness today. C. N. Cahill will continue 
to call on the chain store organiza- 
tions and shoe manufacturers in con- 
junction with Walter B. Yost, sales 
manager; E. C. Kline of New York 
City; Lewis J. Marshall of St. Louis; 
L. B. Kinch of Philadelphia, and Paul 
J. Delaney of Boston. Said C. N. 
Cahill recently: “The Cahill Carton 
Company has the largest single plant 
devoted to the making of shoe boxes 
in the world. We feel justly proud of 
this record, as we have been producing 
these cartons only nineteen months.” 


DYCHE, the 
¢ well known 
shoe traveler for 
the Julian & Ko- 
kenge Co., has re- 
cently returned 
from an extended 
trip in southern 
California, where 
he reports that he 
booked many or- 
ders. Mr. Dyche 
makes his _ head- 
quarters at 432 
Pacific Building, 
San Francisco. 
Some neighbors of Mr. Dyche’s and the 
houses which they represent are as fol- 
lows: Jim Hinton, Johansen Bros. 
Shoe Co.; George D. Harron, with 
Elbee Shoe Mfg. Co., 422 Pacific Build- 
ing; Frank D. Mullin, Lewis A. Cros- 
sett Co., 549 Pacific Building; Henry 
W. Jones, Ferris Shoe Co., 461 Pacific 
Building; John F. Reedy, I. Miller & 
Sons, Inc., 637 Pacific Building. 


George Dyche 


MONG those shoe travelers who at- 

tended the recently held New 
York joint style conference of the al- 
lied trades were: Frank B. King, 
chairman of the N. S. T. A. style com- 
mittee; N. S. T. A. secretary, T. A. 
Delany; P. J. Watson, New York; Har- 
ris M. Barnes. All of these salesmen 
took an active part in the discussions 
on men’s, women’s and children’s lines, 
and practically every recommendation 
on footwear fashion suggested by them 
was unanimously adopted. It is re- 
ported by Secretary Delany that more 
attention was paid this year than ever 
before to the correct “shoe-ing” of feet 
for winter sports, which has been 
brought about by the increasing inter- 
est taken by retail shoe merchants in 
many sections of the country in sup- 
plying the footwear demand for the de- 
votees of hunting, hiking, hockey and 
general sports. 





COMMENDS N.S. T. A. REDIS- 
TRICTING PLAN 


At the Chicago Convention of 
the N. S. T. A., the subject of 
redistricting the regional terri- 
tories represented by the various 
locals in conformity with those of 
the N. S. R. A. was favorably 
considered. A letter has recently 
been received at the Boston head- 
quarters of the N. S. T. A. from 
O. J. Benton, president of the 
Northwestern Shoe Retailers’ 
Association, commending the trav- 
elers’ idea and the N. S. T. A.’s 
offer of cooperation. In _ the 
Northwestern N. S. T. A. group, 
it is suggested that the follow- 
ing States, corresponding with 
those suggested by the N. S. 
R. A. for inclusion in the North- 
western Shoe Retailers’ Associa- 
tion—namely, Wisconsin, Iowa, 
and Wyoming—be included in the 
Northwestern Shoe Travelers’ 
Association, and that the North- 
western Shoe Travelers’ Associa- 
tion should also include the pres- 
ent membership States cof the 
Northwestern Shoe Retailers’ As- 
sociation — namely, Minnesota, 
North and South Dakota, Mon- 
tana and northwestern Wisccn- 
sin. 

President Benton says: “This 
regional plan must be thoroughly 
sold to the States that are to af- 
filiate with the regional districts. 
I am convinced that the N. S. 
T. A., through its shoe traveler 
members, can sell this idea to the 
retail shoe merchants on whom 
they call during this year much 
more satisfactorily than all the 
literature we may _ send out. 
After all, the success of the shoe 
traveler depends entirely upon 
the success of the retail shoe 
merchant, and if there was ever 
a time that retail shoe merchants 
needed real educational conven- 
tions, it is now. It will mean a 
saving to all of us in the trade, if 
instead of 38 conventions, -as we 
had last year, we hold only nine. 
representing our nine redistricted 
retail shoe merchant and shoe 
traveler affiliated N. S. R. A. and 
N. S. T. A. groups.” 
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IM ESTEY, 

who represents 
N. B. Thayer & 
Co., Inc., in the 
South, is now on 
his trip with his 
line of men’s, boys’ 
and little men’s 
shoes. He also has 
with him his fa- 
mous “Tango 
Trained Bears,” 
which he says 
he wants his trade 
to be sure to see. 
Mr. Estey has rep- 
resented this house for the past thir- 
teen years, and with his sunny disposi- 
tion, has made many friends in Dixie. 
He covers a wide range of territory, in- 
cluding North and South Carolina, 
Georgia, Florida, Alabama, Tennessee, 
Mississippi, Louisiana, Texas, Okla- 
homa, Arkansas and Kentucky. 


Jim Estey 


HE Interstate Shoe Co. had a style 

conference at its Manchester fac- 
tory recently. Among those present 
were: C. W. Scruggs, Chicago; R. E. 
Nash, Cleveland; Buford McWhirter, 
San Antonio; Harold Bradley of New 
York, and Walter L. Briggs of New 
York. Lines for the seasons just ahead 
were discussed, and salesmen are now 
in their respective territories taking 
orders on the latest effects in men’s 
lasts, leathers and patterns for the late 
spring and summer trade. 


A. GILBERT of Dallas, who re- 

* cently suggested through these 
columns the skin of the famous “horned- 
toad of the Lone Star State” as a new 
member of the reptile family to be con- 
verted into women’s shoe upper leather, 
has recently joined the salesforce of 
The Certified Shoe Corporation of 
Rockford, Ill. Mr. Gilbert formerly 
traveled Texas for Gorman, Tarr & 
Waterhouse. 


EN. L. STEWART, who for a num- 

ber of years has been connected 
with the Harsh & Chapline Shoe Co. of 
Milwaukee, is now covering Arkansas, 
Oklahoma and Texas for The Maid- 
Rite Corp. of Brooklyn, N. Y. Mr. 
Stewart reports The Maid-Rite people 
have a very nice trade in the above 
mentioned territory and that he is 
much pleased with his efforts thus far 
this season. He makes his permanent 
headquarters at the Baker Hotel, Dal- 
las, Tex. 


E. BERNARD, 

*who for the 
past two years rep- 
resented the J. W 
Carter Co. of 
Nashville in Salt 
Lake territory, re- 
cently made ar- 
rangements to sell 
the young men’s 
shoes made by the 
McLaughlin Shoe 
Co. of Chippewa 
Falls, on the Pa- 
cific Coast. Mr. 
Bernard will cover 
northern California, Oregon and Wash- 
ington for his house. He reports that 
he is already meeting with a splendid 
reception from retail shoe merchants 
on his new line. Mr. Bernard makes 
his home in Seattle. 


C. E. Bernard 
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HE inevitable result of the 
proper direction of vast 


resources, is leadership. 


In a word, this is the 





explanation of the out- 
standing positions of the twenty-one 
publications under the banner of the 
United Publishers Corporation. 


Owning its own buildings, its own 
paper mill, its own printing plants and 
presses — manufacturing its own prod- 
ucts, with the exception of the ink used 
for printing —the United Publishers 
Corporation is in an enviable position 
to serve its many thousand clients. 


Proper co-ordination of its strength, 
provides the greatest economy for its 
advertisers, and converts their appropri- 
invest- 


ations into business-producing 


ments. 





UNITED PUBLISHERS 


Its Publications Broadly 
Cover the Following 
Industries and 
Trades 


Automotive 

Automotive Industries 

Automobile Trade Journal 

Motor Age 

Motor World Wholesale 

Operation & Maintenance 

Commercial Car Journal 

Chilton Catalog & Directory 

Automotive Industrial Red Book 
Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Drygoodsman 


“oys 
Toy World 
Warehousing 
Distribution & Warehousing 





r 


Co-ordination of Vast Resources makes for 
Perfection In Individual Units 


‘\ 


| 








In addition to its physical resources, 
the United Publishers Corporation em- 
ploys experienced specialists in every 


department. 


Its executives are seasoned publishers, 
experienced in every detail of publica- 


tion direction. 


Its editors are widely known for their 
constructive and helpful work in their 
various fields. 


Its merchandising staff is capable of 
handling wholesale and retail distribu 
tion problems, market analyses, art work 


and copy. 


What no individual could attempt, the 
organization of the United Publishers 
Corporation is equipped to achieve, with 
the least waste motion and the greatest 


economy for all concerned. 








239 West 39th Street 


A. C. PEARSON 
Chairman of the Board of 
the U.P.C. 
President of the Textile 
Publishing Co., N. Y. C. 












FRITZ J. FRANK Cc 
President of the U.P.C. 
President of the Iron Age 
Publishing Co., N. Y. C. 





a ET 


A. MUSSELMAN 


Vice-President of the U.P.C. 
President of the Chilton 
Class Journal Co., Phila. 


New York City 







F. C. STEVENS 
Treasurer of the U.P.C. 
President of the Federal 
Printing Co., N. Y. C 
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Shoe Retailers Told Current 
Leather Prices are Warranted 


— 


Fraser Moffatt Declares 
There is No Speculation 


and Market Will Hold 


New York, N. Y.—No great down- 
ward revision in leather prices can be 
expected for another year and a half, 
or possibly two years, Fraser M. Mof- 
fatt, president of the Tanners’ Council 
of America, told New York’s retail 
shoe merchants at the regular monthly 
luncheon meeting of the Shoe Mer- 
chants’ Council of New York at the 
Advertising Club, April 30. 

Mr. Moffatt, in an informal address, 
stated that current leather prices are 
entirely valid, and that based on pres- 
ent and prospective raw hide supplies 
and world demand for leather, there is 
not likely to be any softening of the 
market, except slight sporadic fluctua- 
tions for some time to come. No great 
reservoirs of leather or raw hides exist 
at present, he asserted. Supplies are 
at normal or below normal. Sole 
leather stocks on hand, he said, are 
about sufficient for one month’s supply, 
whereas a few years ago it was thought 
the trade could not operate on stocks 
less than sufficient for three or four 
months. There is no speculation in 
. leather or hides, he added. 

He reviewed briefly the events in the 
leather market since the world war 
and told of many world-wide changes 
that have affected the situation, among 
them the fact that the world’s popula- 
tion has increased faster than the sup- 
ply of hides and skins, the establish- 
ment and growth of tanneries and even 
shoe factories in countries which for- 
merly exported their raw hides and 
the change of some countries from hide 
exporting to hide importing nations. 

Jacques Hirsch, secretary, presided 
in the absence of John Holden, presi- 
dent of the organization, and Mr. Mof- 
fatt was introduced by John Slater, 
president emeritus. 

Congratulations of the membership 
were extended to Percy E. Hart upon 
the opening of the new Cammeyer store 
on Fifth Avenue. The council also 
voted to support the Better Business 
Bureau in its drive for the proper 
= of imperfect hosiery as “sec- 
on s.” 


No action was taken on a letter from 
the National Boot and Shoe Manufac- 
turers’ Association regarding cartons. 








Ludebuehl Urges 
Proper Mark-Up 


PITTSBURGH, Pa. (UTPS).—Region- 
al President George W. Ludebuehl of 
the Middle Atlantic States Shoe Re- 
tailers’ Association touched some vital 
spots in his talk given before the Pitts- 
burgh Shoe Retailers’ Association at 
the April meeting held at the store of 
the president of the local association, 
the William M. Baird Company. 

Mr. Ludebuehl touched the subject 
of membership and its advantages in a 
way that resulted in much serious dis- 
cussion in the “Open Forum” which 
followed his talk. 

“Sometimes I feel that we are not 
all taking full advantage of our mem- 
berships in the Middle Atlantic States 
Shoe Retailers Association,” he said in 
part, “I do not know how many of you 
gentlemen present carry any fire in- 
surance with our Mutual Company, 
but if you do not you should carry at 
least a good portion of your insurance 
with that company. We carry $25,000 
and figuring on a savings of 30 per 
cent in premiums, our memberships in 
the Pittsburgh, Middle Atlantic and 
National Associations does not cost us 
one penny. We have carried insurance 
with this company at least for ten 
years and not once have we been as- 
sessed—and the company is getting 
stronger each year.” 

In discussing the National Advertis- 
ing Campaign he said: 

“The proposed $4,000,000 campaign 
is at this time being discussed by our 
managing director, Cal Mensch, and 
Messrs. Burrill and Gibson. The meet- 
ing was to be held last Monday and 
Tuesday, so it is too soon to give you 
any further information at this time. 
Your association feels that this cam- 
paign is a good thing and, while there 
are many angles that must be ironed 
out, we feel sure that it will be put 
across to the advantage of every dealer 
who sells men’s shoes.” 

In getting down to local problems, 
Regional President Ludebuehl said that 
he believed there was nothing what- 
ever wrong with the shoe business and 
that there is no need to fear what he 
termed the “chain store bugaboo,” 
since, as he said: ; 

“If you watch your job there is no 
reason why you cannot serve the pub- 
lic to better satisfaction than some 
fellow or group of fellows sitting in 
New York or some other distant place. 
The shoe business is not like selling 


soda crackers or canned peas. Each 
store has its own clientele to cater to, 
and if each fellow watches his own 
| business and sees that his customers 
are well served there is room and busi- 
ness for all of us. In fact, I believe 
that the chain stores are now becom- 
ing a menace to themselves. Last 
year’s statistics show that in shoe 
chains there has developed an increase 
of about 40 per cent in selling space 
while in volume there has been about 
20 per cent increase, so it goes to show 
that the larger the chain the weaker 
the link, and we all know that a chain 
is only as strong as its weakest link. 

“The biggest danger to our business 
right now is in our own stores, and by 
that I mean that we are not getting 
the proper mark-up on shoes. The 
‘Rule of Six’ is a pretty good rule if 
we all stick to it, but how many do it? 
How many -of us, especially during the 
last six months when prices were ad- 
vancing almost daily, have not tried 
to absorb the 10, 15 or 25 per cent ad- 
vance? You feel that you can stand 
it, or rather that you really should 
stand it, but can or should you? Un- 
less you are better merchants than we 
(referring to the two Ludebuehl stores 
of Pittsburgh), you can’t, because I 
know that if we would pay 25 cents 
more per pair on all the shoes we sold 
last year without getting any more 
money for them, our year’s business 
would end in red figures. But if we 
pay 25 cents more for them and be 
honest with ourselves and our cus- 
tomers and get our proper mark-up 
and sell just as many pairs—and I do 
not believe that the proper advance 
would make any difference in the num- 
ber of pairs sold—at the end of the 
year I believe we will again be able 
to say, ‘Well, the shoe business isn’t 
so bad, after all.’” 

Following Regional President Lude- 
buehl’s talk it was moved and passed in 
the open forum discussion to ask the 
national association to circularize sur- 
rounding Pennsylvania towns adjacent 
to Pittsburgh and all local non-mem- 
bers as well, in order to obtain more 
members for the association. 

President William M. Laird, Jr., who 
presided at the meeting, was given a 
rising vote of thanks for “Laird hos- 
pitality,” which well lived up to its 
reputation as a by-word among mem- 
bers of the Pittsburgh Shoe Retailers’ 
Association. 


Empire Shoe Co. Moves 


New York, N. Y.—Headquarters of 
the Empire Shoe Co., chain store oper- 
ator, have been moved from 64 Reade 
Street to 75 Chambers Street. The new 
buying, executive and distributing of- 
fices occupy about 10,000 feet of floor 
space. 
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Style No. 1670. Men’s Black Calf 
Blucher Oxford on Swagger last. 
Stitched quarter panel. Armstrong 
box. Calf lining. Price, $4.85. 
Style No. 2670. Same as above in 
Medium Shade Tan Calf. Price, $4.85. 
Carried in stock A to D widths. 


Style No. 1672. Men's Black Calf 
Blucher Oxford on Spud last. Stitched 
panels. Nickel eyelets. Armstrong cork 
box. Price, $4.15. Style Ne. 2672. 
Same as above in Medium Shade Tan 
Calf. Price, $4.15. Carried in stock 
B, C and D widths. 


Style No. 1535. Men's Black Kid 
Blucher Oxford on the Banker last. 
Match eyelets. Oak leather sole with 
rubber heel. Price, $4.15. Style 
No. 1534. Same as above in Golden 
Tan Kid. Price, $4.15. Carried in 
stock B, C and D widths. Sizes 6 to 
11. 


Style No. 1671. Men’s Black Calf 

Bal Oxford on the Sheik last. Single 

oak sole with rubber heel. Invisible 

tip. Price, $4.15. 

. 2671. Same as above in 

Medium Shade Tan Calf. Price, $4.15. 
Carried in stock B, C and D widths. 


ouish Styles 


in 


Lixcelstor Shoes 


For Men 


Sell the last pair in the 
dozen at a profit 


These Excelsior shoes for men and young men will 
pay big profits this summer. They are modish in 
style, appealing to men of refined taste who demand 
a stylish, high-grade shoe at a conservative price. 


They appreciate a style shoe backed by Excelsior 
quality. It means long, shapely service with excep- 
tional comfort. They like to buy goods with an 
established reputation. 


No sacrifice sales with Excelsior shoes. You order 
them as you sell them—and sell the last pair in the 


dozen at a profit. Our large INSTOCK SERVICE 


fills your orders as fast as you need them. 


If forty years of making money for progressive 
dealers means anything to you, get that trial order 
in today and give 

your business the 

urge it needs. 


Manufacturers of 


THE EXCELSIOR SHOE COMPANY 


Authorized Manufacturer of Official Boy Scout 
and Seascout Shoes 
Department B 


PORTSMOUTH, OHIO, U. S. A. 














May 5, 1998 
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Patent Still Leads 
In Boston Stores 


Boston, Mass.—Business has been 
during the past week, despite the 
two rainy days which ushered it in. 
Patent leather shoes with and without 
reptile trims, were the biggest sellers, 
with beige kid and suede holding second 
place, and a number of checks and 
prints in sport patterns, both for dress 
and utility purposes. 

The amount of bright blues and reds 
sold is surprising, say retail shoe mer- 
chants, the young woman buying them 
to match her hat and bag. ‘Tan calf is 
a favorite in walking shoes. with Cu- 
ban heels. Black mat kid one-straps 
with dainty pipings and gun metal and 
kid, with dainty trims in black and 
blue, are among the brand new crea- 
tions which are proving popular. 

Strap patterns lead with ties a close 
second. Hosiery is trending to darker 
tones with chiffon all silk to the top, 
narrow hem and picot edge, the strong- 
est in demand. rench lisles are sold 
to accompany sport costumes. 

In men’s shoes conservative patterns 
lead in black and tan, with some livh 
tan grains in plain toes and tips being 
bought by the younger man. Sport 
patterns for men are popular in two 
shades of tan and in black and white. 

Children’s shoes are popular in black 
patent leather one straps, and in tan 
elk and calf straps and oxfords. All 
white kid shoes in ties and straps are 
being featured in store windows and 
merchants report that they anticipate 
a good sale on these during May for 
school and church activities. 


Changes at Marott’s 


INDIANAPOLIS, IND. (UTPS)—Arthur 
G. Brown, general manager of the 


Marott Shoe Store, announces some 
changes in his organization; Harry G. 
Summers has been appointed assistant 
to Mr. Brown. Mr. Summers was for- 
merly in charge of the children’s de- 
partment, and in addition to his present 
duties as assistant manager of the 
store, he is manager of the ladies de- 
partment. Virgil Gebauer, recently 
promoted to the position as manager 
of the subway, has been appointed 
manager of the children’s department, 
and Raymond Smith, formerly stock 
man, has been appointed manager of 
the subway. In addition to the new 
changes Jack Adams, who for many 
years was buyer of the shoe department 
at the Pettis Dry Goods Company, has 
joined the Marott organization in the 
capacity of assistant manager of the 
ladies’ department and has charge of 
the street floor. “The changes,” said 
Mr. Brown, “were made in order to 
improve the service of the Marott Store 
and keep up its high standing.” 


Style Show in Store 


DuLuTtH, MINN. (UTPS)—Panor’s 
set a new fashion here by putting on a 
style shoe in the store at 207 West Su- 
perior Street. Flowers were given as 
favors to all attending and a musical 
program was given by a string orches- 
tra. _Beauty-Arch shoes were displayed 
on living models. Hosiery lines also 
were displayed. 








Boynton Opens Arch-Aid Shop 


Boston, Mass.,—B. J. 
Boynton, retail shoe mer- 
chant, came down here 
from Burlington, Vt., a 
month or so ago, and 
opened another Arch- 
Aid shoe salon, just a 
few weeks before Easter, 
at 110 Boylston Street. 
This store is about 60 ft. 




















long by 12 ft. wide. It 








is exquisite in its ap- 
pointments, with not a 
shoe in sight; its deep 
ivory frescoed walls and 
artistic tapestries re- 
minding one of the re- 
ception hall of a castle in 
Old Spain. The ceiling 
is 14 ft. high and from 
it hang, by bronze 
chains, three drop lights, 
with amber-paneled glass 
shades. Twin candelabra 
adorn the lower half of 
the frescoed walls. There 
are sixteen richly up- 
holstered reed chairs; 
two or three settees, and 
reed fitting stools, both 
of the latter upholstered ; 
there is a table and a 
writing desk of reed. A 
dark blue velour por- 
tiere separates the store 
from. the _ stockroom, 
which has ample accom- 
modations for 2000 pairs 
of shoes. The store is 
carpeted in a blue and gray velvet rug. 
The shop was planned by Mr. Boyn- 
ton from designs submitted by Interior 
Decorator La Montagne, the father of 
Elliott La Montagne, New England and 
New York State representative for the 
Menihan Co. 

Mr. Boynton is a native of Fargo, 
N. D., and conducted a shoe store there 


| 
| 


for some years; for the last thirteen | 

















A close-up of the interior of the new B. J. Boynton 
Arch-Aid Shop, 110 Boylston Street, Boston 


years he has been in business in Bur- 
lington. Mr. Boynton will conduct the 
store in Boston; his store in Burling- 
ton will be managed by George Mc- 
Carthy, who was formerly with Mr. 
Boynton is his Rochester store. Assist- 
ing Mr. Boynton is George Wirth, 
formerly in business for himself at 272 
Boylston Street. 








Weather Continues to 
Retard Retail Sales 


CINCINNATI, OHIO.—Delayed spring 
weather has served to retard retail 
footwear sales, and as a result mer- 
chants are placing very few orders 
= manufacturers except for shoes 
or 
shiny day now and then tends to pep 
business up and merchants claim this 
is proof enough that a favorable 
weather break is all that is needed to 
stimulate sales. Black patent continues 
the best seller in most stores although 
the percentage of sales on light colored 
kid is higher than has been since 
spring openings. Fabrics and prints 
are among the leaders in the popular- 
priced shops and are considered good 
in better grade footwear. The pattern 
demand is pretty well diversified, with 
pumps most popular. 

Navy blue kid is one of the best sell- 
ers at the Denton-Jonap Shoe Depart- 
ment, and daily calls for Indian print 
cloth are increasing as the season ad- 
vances, Manager J. J. Fee reported. 
Some red kid is moving and light 
colored kid, with honey beige shade 
most popular, are better than they have 


been since opening of the season. Suede 


| is on the standstill, Mr. Fee said, and 


} 
| 


| 


immediate need. A _ bright sun- | 





a pair of whites are sold now and then. 

Black patent continues the favorite 
and honey beige kid has pulled up to 
second place, according to the last 
week’s sales report at the Chandler 
Shop. All fabrics are moving well, 
Manager Chas. S. Byck reported, and 
some satin is being sold. 

W. A. Whitlock, manager of the local 
Regal Store, reported sales on men’s 
shoes for the last two weeks of April 
to have been 60-40, favoring tan. Busi- 
ness on men’s sports is fair, Mr. Whit- 
lock said, with tan and white and black 
and black and white as favorite com- 
binations. 


Bauman’s Open Dep’t 


NASHVILLE, TENN. (UTPS) —L. A. 
Bauman & Son, 417-419 Church Street, 
have installed a shoe department that 
will handle a complete line of Edmonds 
shoes for men. S. D. Sadler, who has 
had many years’ experience in the shoe 
business here, will have charge of the 
department, which will feature a com- 
plete line of shoes from patent leather 
Oxfords to heavy walking shoes. 
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“THE CHARMER” 


Genuine Water Snake Vamp _ Also in natural Grey and Black 
and Strap, Jade White Kid Water Snake Vamp and Strap 
uarter and Covered Heel. with Patent Leather Quarter 
ew 190 Last, 19/8 Heel. AAA to and Covered Heel. Price $5.90. 
C widths. Made to order only. Also in Brown Snake with Har- 
P $6.25. monizing Quarter and Cove 


In every community, no 
matter what its size, there 
are women who set the 
standard of dress. Always 
they are the first to wear the 
newest mode in frocks, hats 
or footwear. 














It is for these women that 
Independent Shoes are cre- 
ated—it is for them that our 
Style Scouts are sent to the 
fashion marts of the world 
to observe style tendencies. 

Shops that feature Inde- 

pendent Shoes naturally 
become established as 
authentic style centers serv- 
ing women who demand the 
finest. Independent Shoes 
move quickly and return a 
handsome profit. A special 
representative will show you 
samples at your convenience. 
Write er wire for an appoint- 
ment. 


Independent Shoe Manufacturer 


4/40 Washington Ave Saint Luit Mirrouri 
Ox a —i 
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THE BUILDING UP ff W 


of a Children’s Department 


is the easiest way of BUILDING UP a business : 
for the future. cas! 
A souvenir with every pair of Children’s Shoes evel 

is the sure way to accomplish this. dow 
Our Line of Advertising Novelties Is the Most Complete but 
For Catalog 


Write Don C. Barnard mad 


Care SCHINDLER STAMPING AND equa 
TOY CO. = 
Toledo, Ohio in tl 











































faculty physicians, surgeons, chiropodists—study in Chicago Fi Rouleys 
you can earn while you learn. Write for catalog. No obligation. 1 lasts a 

-====-MAIL THIS COUPON TODAY=-=--*7 wn 

ILLINOIS COLLEGE OF CHIROPODY, 1327 N.- Clark St., Chicago 5 blue p 
Gentlemen: Please send me, postage prepaid, latest catalog and complett FF played 
information relative to Chiropody and your school. 3 _— 

me Angeles 

i cnsilac aia siafacahciathitarciitasatnnncneperssmasiipiiacapasenconsisiniaitalippeniatatemeesnens a & clusive] 


Street and Number 
City. a 5 wood a 
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STUDY CHIROPODY ff = 


Graduate Chiropodists Earn Day,” ¢ 
From $5,000 to $15,000 a Year by the 


No profession has attracted shoe men and women more than 
has Chiropody. Today many of the world’s leading Chiropodists . 
are former shoe people who have followed up their valuable ex- Cline 
perience at the fitting stool with a course in Chiropody. Today & 
they are earning from $5,000 to $15,000 a year. 

The world needs Chiropodists. The opportunities are unlimited. 














In the United States there are about 162,000 physicians, abou & Hou. 
82,000 dentists, but only 5,000 Chiropodists! A virgin field! French 

Course only 2 years at best known College of Chiropody store o 
in America equips you for practice. 15th year. You are ready to Los An 
enter with four yeavs high school or equivalent. Largest foot been on 
clinic in world—over 16,000 foot cases handled annually. large B® tian T 
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Wide Variety of Styles in 
St. Louis Stores 


Sr. Louis, Mo.—With weather cool 
enough to wear topcoats and skies over- 
cast, the retail shoe business rod an 
even keel during the past week. Win- 
dows are packed with colorful footwear 
appealing principally to summer wear, 
but stores report little or no activity 
on this type of merchandise. Some 
stores report gains, with unusual gains 
made in a few isolated cases. Perhaps 
an average will show at present an 
equal record with figures of 1927. Un- 
questionably there is much belated shoe 
buying which will have to mature with- 
in the next few weeks and merchants 
still retain an optimistic attitude 
toward the situation. 

The style procession has_ broken 
ranks with a general mixup in the nov- 
elty field. Admitting patent as 50 per 
cent of the business, the remaining half 
is composed of “what-have-you.” 

In the higher priced field, reptile 
stands well in the demand, as does 
serge blue kid. One high grade store 
spoke discouragingly of straws, feeling 
the flood of this material in the popu- 
lar priced field would hinder the sales 
in their grades. The general opinion, 
however, on all materials of this char- 
acter with a distinctly summer flavor 
is that no one has had an opportunity 
of gaging their strength or weakness 
due to the bad break in weather. 

In the popular priced field, a wide 
variety of materials both in fabrics and 
leathers are being called for as well as 
shown. Red kid has had a good run, 
but blue stepped out last week in one 
of the best stores to take the fashion 
lead. A sale on Deauville sandals re- 
sulted in 485 pairs being sold, accord- 
ing to the report of a popular priced 
store. 


Biggest Day In History 


St. Louis, Mo.—The shoe depart- 
ment of Stix, Baer and Fuller Dry 
Goods Co. did the greatest volume of 
business on Saturday, April 21, in the 


history of the store. Al. Pauly, man- 
ager and buyer of the shoe department, 
said it was impossible to serve the cus- 
tomers, so crowded was the depart- 
ment. The event was “Opportunity 
Day,” an annual sales affair conducted 
by the company. 


Cline Opens New Store in 
Hollywood 


_ HoLLywoon, Cat. (UTPS)—The 
French Slipper Shoppe, branch of the 
store of the same name operated in 
Los Angeles by Charles D. Cline, has 
been opened in the Grauman’s Egyp- 
tian Theatre Building on Hollywood 
Boulevard, exclusively dealing in stage 
lasts and bench-made fancy footwear. 

Colored kids, moroccos in all colors, 
and India cloth in shades of orchid, 
blue, pink and green are being dis- 
Played. At his Flower Street, Los 
Angeles store, Mr. Cline has dealt ex- 
clusively in the bench-made stage lasts 
for over three years, and opened the 
Hollywood branch to better serve Holly- 
wood and Beverly Hills clients as well 





as to attract new accounts. Although 
the new store has been open but two 
weeks, Cline said its business had 
started off with a rush, many of his 
large clientele of motion picture ac- 
tresses having visited it, while also a 
pleasingly large amount of new busi- 
ness had resulted. 


Childs “Homeward 
Bound” 


Thomas S. Childs and wife of Holy- 
oke, Mass., are returning to the United 
States this month from an enjoyable 
pleasure trip to Lisbon, Portugal, and 
other interesting points in Portugal 
and Spain. Mr. Childs writes to Harry 
R. Terhune, Field Editor of the ReE- 
CORDER, who is also “Homeward Bound” 
this month after an “All-American” 
country-wide tour, that there are “lots 
of people ’cross seas wearing shoes”— 
and that there is some pretty fancy 
footwear as to colors and patterns. 


Good White Season Ahead 


in Atlanta 


ATLANTA, GA. (UTPS)—Kids and 
patent leathers are leading sales in 
Atlanta shoe stores at the present time, 
according to dealers. And this holds 
true from the most expensive shops 
down to the five and six dollar shoe 
establishments. These shoes are shar- 
ing the honors for first place with kids, 
which have been selling well for the 
past two or three weeks, while reptile 
shoes have not gone as well in this 
section as in the North and East. 

Dealers are already selling some 
white shoes, and are anticipating a 
good season in white as warmer weather 
comes on. Sales of spring shoes were 
delayed by the unseasonable weather, 
and it is expected that the sale of sum- 
mer shoes will be delayed several weeks 
in the same manner. 

Indian prints, which were very popu- 
lar a few weeks ago, seem to have 
fallen off in sales somewhat. Stores 
handling the more expensive grades 
have not pushed these, owing to their 
sale by the five and six dollar stores, 
and a late spring has also served to 
retard sales. 


Massachusetts Ass’n 
to Honor J. H. Stone 


Boston, Mass.—The semi-annual 
meeting of the Massachusetts Retail 
Shoe Merchants’ Association will be 
held at the Hotel Statler, Boston, 
Wednesday evening, May 9, and the oc- 
casion has been spread out to include 
not only merchants, but manufacturers, 
leather men and traveling men, to make 
it a testimonial dinner to James H. 
Stone, manager-elect of the National 
Shoe Retailers’ Association. 

It will be one of the big nights of the 
Massachusetts association. President 
A. H. Geuting of the N. S. R. A. will 
speak, and a complete explanation of 
the Joint Styles Conference reports will 
be made. 





Plotler Opens Store 


Detroit, MicH. (UTPS)—S. Plot- 
ler, who has been a shoe salesman in 
several of Detroit’s best known shoe 
shops over a period of years, has en- 
gaged in business for himself in the 
General Motors Building under the 
style Motors Boot Shop. The shop is 
located off the main lobby of the great 
office building on West Grand Boule- 
vard between Second Boulevard and 
Cass Avenue. 

Mr. Plotler opened his shop on Mon- 
day, April 30, following an opening 
announcement in the Detroit Free 
Press, with which he has signed an 
exclusive advertising contract. He 
gained a good deal of attention for his 
opening by persuading Thurston, the 
eminent magician, who is playing at 
one of the downtown theaters, to come 
to his shop to buy the first pair of 
shoes. Thurston was photographed in 
the act of being fitted with these shoes 
and the photo was used in the pub- 
licity. Plotler handles men’s shoes ex- 
clusively and caters to a high grade 
clientele. 


Peacock Shop, Knoxville, 
Passes to New Owners 


KNOXVILLE, TENN. (UTPS)—One of 
Knoxville’s most popular shoe shops 
became a strictly Knoxville-owned in- 
stitution when W. H. Parkison and J. 
E. Bryant purchased the controlling 
interest in The Peacock Shop, Inc., 317 
West Clinch Avenue, from J. E. Mc- 
Coy, former president, thus becoming 
sole owners of the business. 

Both Mr. Parkison and Mr. Bryant 
were former stockholders, Mr. Parki- 
son having been manager. Mr. Bryant 
was with the firm until last Septem- 
ber, when he became connected with 
Sterchi Bros., a local furniture house. 
Both he and Mr. Parkison will be ac- 
tively in charge of the shop, of which 
Mr. Parkison is now president and 
treasurer and Mr. Bryant vice-presi- 
dent and secretary. The two are well 
versed not only in the shoe business 
but in the psychology of Knoxville’s 
shoe wants, which sometimes present 
an individuality not altogether evident 
to the outsider. The business is to 
be continued under the same name. 

No immediate changes other than an 
enlargement of the hosiery department 
are planned, say the owners. 


Show Membership Cards 


PITTSBURGH, Pa. (UTPS)—“Al” 
Schmidt, member of the board of di- 
rectors of the Pittsburgh Shoe Re- 
tailers’ Association and owner and 
proprietor of. three shoe _ retailing 
establishments, Schmidt’s Shoe Store 
at 627 Smithfield Street, Schmidt’s 
Shoe Store at 2890 West Liberty Ave- 
nue, and Schmidt’s Del Mint Bootery 
at 3211 West Liberty Avenue, both of 
the latter in Dormont, a suburb of 
Pittsburgh, has the distinction of hav- 
ing been the first Pittsburgh shoe re- 
tailer to display a sign to the effect 
that he is connected with the associa- 
tion and national advertising cam- 


paign. 

The Petot Shoe Co. store at 536 
Smithfield Street is also displaying a 
card to the same effect. 











We May Want 
You as Partner 


FEW YEARS AGO a young clerk in a department 
store heard a conversation between his manager and 
a traveling salesman. 


They were talking about the J. C. Penney Company 
and the yee it offered experienced young men 
to attain financial independence through co-partnership. 
“That's the place for a young fellow—the Penney stores,” 
the traveling man said. 

The clerk was interested. He wrote to us, then came 
to see us. He left a good job to come with us. We 
ag nothing except a salary that would keep his 
amily in comfort and a chance to assume capensilleg 
as fast as his shoulders broadened. Starting, like all our 
men, as a retail salesman, he developed rapidly and was 
made a store manager. First one of our smaller stores, 
then a larger one. 


His income moved up—up—up. (For every manager 
of a J. C. Penney Company store is a part owner of the 
business. Without financial investment, he has a substan- 
tial share in the profits of his store and an opportunity 
to share in the profits of our entire national chain of 
department stores—as well as a good salary.) 

Today this man and his family have not only every- 
thing they could desire in worldly goods but a position 
of genuine leadership in the community. 

This man is one of hundreds who have established 
themselves for life by coming with us and sharing in the 
prosperity they help to create. 

Today the opportunity is still greater—because our 
need of experienced men to train for managership 
and co-partnership is growing so fast. Six months ago, 
885 stores; now 954, Last year’s sales, $151,954,620, all 
on a cash basis. 

We invite confidential correspondence with the most 
resolute young retail-salesmen and managers in the 
United States. Age, from 25 to 35; education, high school 
or equivalent; retail selling experience in men’s wear, dry- 
goods or shoes absolutely essential. Address our nearest office, 
give your age and experience, and ask for our new booklet, 
“Your Next Ten Years.” 


The J. C. PENNEY Co. 


330 West 34th St. Russ Bldg. 1010 Pine St. 
New York City San Francisco, Calif. St. Louis, Mo. 
Room 1502-K Room 1324 Room 1049-K | 


BOOT AND SHOE RECORDER 








May 5, 1928 






More Profits Because 
There Is 
No Free Service 


OU do not have to include 

free service in the form of 
repeated adjustments when you 
sell a pair of LYNCO Muscle 
Building Arch Cushions. 


These soft, pliable arch cushions 
follow. every movement of the 
foot and, in doing so, adjust 
themselves. 


National advertising in news- 
papers and magazines will tell 
millions of foot sufferers why it 
is better to cushion weak arches 
rather than to prop them. 


Hundreds of these people will 
ask us for the name of a dealer 
who carries LYNCOS. We will 
” be glad to tell foot suffer- 
ers in your locality to buy .. 


TW Saapeed Arch Cushions oC} 


from you. 






~ NON-METALLIC 
bees ARCH CUSHIONS 


Nad 


KLEISTONE RUBBER CO., Inc. 
240 Cutler St., Warren, R. I., U. S. A. 
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A $50,000 SALESWOMAN 


Mrs. Mattie Jordan Lee 


ATLANTA, GA.—In recognition 
of her executive ability, her ex- 
cellent shoe salesmanship and her 
buying knowledge, O. R. Thomp- 
son, in charge of the Thomas G. 
Plant Corporation departments in 
Georgia, has designated Mrs. 
Mattie Jordan Lee as manager of 
the new Plant shoe department in 
the local Chamberlain, Johnson & 
DuBose store. 

Mrs. Lee, fresh from a little 
country town, started to work for 
Mr. Thompson in the Rich store 
sixteen years ago at the huge sal- 
ary of $6 per week. Since that 
time she has steadily risen and 
has been given every chance to 
prove her worth, so that today 
she is considered one of the ablest 
women in the shoe business. Vis- 
iting the Eastern markets at 
least four times a year is part of 
her buying program. 

And when it comes to selling 
—let’s just quote Mr. Thompson: 
“For the past eight years Mrs. 
Lee has never failed to sell at 
least $50,000 annually.” No won- 
der the boss is proud of this rec- 
ord and no wonder that when 
this beautiful new department in 
which shoes selling from $8.50 to 
$65 was opened, Mrs. Lee should 
be placed in charge. 











Morehouse-Martens Shoe 
Dep’t Moves 


CoLuMBus, OHIO (UTPS)—The shoe 
department of the Morehouse-Martens 
Co., large department store, has been 
moved to a different location, given 100 
per cent more space and dressed up in 
a most artistic manner. The change 
was made to feature a change-of-own- 
ership-sale when H. R. Bard and his 
associates took over the controlling in- 
terest in the store. 

The shoe department, managed by 
V. C. Wene, has been one of the out- 
standing departments of the store. It 
was located on the second floor, but 
quite a distance from the elevator en- 
trances. The latest move places the 
department adjacent to the elevators 
and makes it easily accessible for all 
customers. An artistic arrangement of 
floor lamps, wall cases, settees and 
other decorative effects has been used 
to set off the department. 

The department features high grade 
shoes of several makes. 





A Shriner Buckle 


MiamI, Fia. (UTPS)—In anticipa- 
tion of the coming Shriner’s Conven- 
tion to be held in Miami in May, 
Grove’s Five Dollar Shoe Stores in 
Miami are introducing a novelty shrine 
shoe buckle. These come in several 
different colors and combinations, and 
each has the shrine emblem outlined in 
gold. They are adjustable and will fit 
any shoe. At $1.00 per pair the shoes 
are doing a good business in this nov- 
elty. 


Golf Atmosphere Helps 


Sport Shoe Sales 


CANTON, OHIO (UTPS)—A clever 
drawing card that has brought in a 
good early sale of golf shoes to the shoe 
department of the Stern and Mann 
(exclusive women’s department store) 
Company’s shoe department here was 
originated by T. R. Bole, the manager. 

The luxurious couches that usually 
occupy the center of the shoe depart- 
ment, which is a square area in the rear 
of the first floor, were taken away and 
in their place a “plat” of imitation 
grass, several yards square, was laid. 
A bright green wicker couch with color- 
ful summer cushions, a wicker table 
with golf bags leaning against it, was 
placed on the grass plat. To one side 
was a figure in a green and white sport 
cystume. <A sport hat lay on the table 
with a box of golf balls and a spurt 
coat in green was thrown nonchaiantly 
over the back of the couch. Four or 
five pairs of golf shoes, each pair dif- 
ferent, were placed about the “set.” 
Hosiery to match was shown close by. 

This miniature country club corner 
caught every feminine golfer’s cye on 
her way to the clevator or to the side 
or motor entrance of the store. ‘The 
result was, and continues to be, an un- 
usually early turnover of golf shoes, in 
spite of the inclement weather. The 
call seems to be for honey beige with 
dark trim. 

For other shoes, the sale is 60 per 
cent light shades, honey beige and rose- 
kid, with a splendid call for bright red 
and blue round-toed one-strap. The 
other 40 per cent is for patent leathers. 
The interest in the Toyas in the spring 
opening presages a good sale for these 
later on. 


New Penney Department 


ASHTABULA, OHIO (UTPS)—A new 
ladies’ and children’s shoe department 
was recently established in the base- 
ment of the J. C. Penney Co. store, 
Ashtabula, Ohio. This department was 
formerly located on the first floor in 
conjunction with the men’s department. 
The separation has brought out an in- 
crease of 100 per cent in spaee allotted 
to the women’s and children’s merchan- 
dise, the basement department contain- 
ing about 600 square feet. Space in 
the men’s department has not been ap- 
preciably altered. 

W. L. Penney is buyer of all shoes 
and manager of the ladies’ and chil- 
dren’s shoe department. A. B. Nas- 
lund is manager of the men’s depart- 
ment with G. R. Casleter as assistant 
manager. . 


Up the Ladder From 
Check Boy to Buyer 


JACKSON- 
VILLE, Fla.—Lyster 
A. Flynn is_ his 
name. He has been 
connected with 
Kohn, Furchgott 
of this city since 
he was a check boy 
in the store, in the 
days when the 
salesman would 
yell (after as 
a sale) “Chec 
Boy.” Lyster Flynn 
was one of those 
little chaps who 
responded with “pep.” His enthusiasm 
and thoroughness as a check boy was 
rewarded by his promotion to the job 
of wrapper. So well did he hold down 
that job that he was next sent to the 
delivery department. From the deliv- 
ery department he was advanced to the 
position of receiving clerk, and also had 
charge of the stock rooms. From there 
he was given a position as salesman in 
the shoe department under D. J. 
O’Leary. When in 1924 Mr. O’Leary 
resigned, after 20 years as buyer and 
manager of the Kohn, Furchgott shoe 
department, he recommended “Lyster” 
for the position. The house, knowing 
the sterling qualities Lyster had shown, 
accepted Mr. O’Leary’s recommenda- 
tion. 

Mr. Flynn is “on the job at all times” 
and takes great pride in still serving 
his many friends over the fitting stool 
whenever it is possible for him to do 
so. His range of prices is from $5 
to $10, and by visiting the Boston and 
other markets frequently, by hard work 
and close application to business, he 
makes a turnover of his stock from 
eight to ten times a year. When he 
has bought something which he finds 
does not move rapidly, he takes his loss 
at first, gets rid of the number and 
tries to get something he thinks that 
his trade wants. Buyer Flynn is a na- 
tive of this city. He is a Florida boos- 
ter. He says—“Florida is the garden 
spot of the world. My business each 
year has increased over that of the 
preceding year, and this year is going 
to keep up the record of ‘Better Than 
Last Year.’ ” 


Lyster Flynn 


Opens “Cut Rate” Dep’t 


ASHTABULA, OHIO (UTPS)—On April 
10, Ben Miller of Sandusky opened a 
shoe department in the basement of the 
Gale & Co. department store, 128-130 
Main Street, Ashtabula, Ohio, known 
as Miller’s Cut Rate Shoe Department. 
A similar shoe department is main- 
tained at the Boston Store, Sandusky, 
Ohio. 

Ben Miller is now acting manager 
of the Ashtabula department, while his 
brother Joe Miller has taken charge 
of the Sandusky department. 


New Sioux Falls Store 


Sroux Fauus, S. D.—A. B. Fisch, re- 
tail shoe merchant, formerly in busi- 
ness at Windom, Minn., is starting a 
new shoe store in the old Stanley Shoe 
Store Building, to be known as The 





Ninth Street Bootery. 
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RECORDER SHOW CARDS -|y 
TALK)? 


Would Your Own Windows “Sell You” 
—if you didn’t own them? 





Th 
W, 





which | 
Do they attract you? Do they make you feel like going right in to With y 
buy a pair like those displayed? - 
ground 
hand-d. 
Recorder cards are so prepared each month to help you get the group duced 
idea or display in your trims, and so bring out the strong points of : a 
your line, either style, quality, value, fitting, or seasonal idea. et 
| R 
° e © a j 189 W 
Window trims without Show Cards are trusting to luck! | 
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This Is What You Receive 


WE looked a long time and discarded many types of easels 


before we selected the beautiful polychrome two-toned ones 


which are a part of this service. 


With your first shipment of cards you receive four easels either in 


silver or gold with your store initials hand 
embossed in the oval against a dark back- 
ground. Every month you receive eight 
hand-designed cards similar to those repro- 
duced above, with different shaped cards 
each month . . . full of peppy selling mes- 
sages and every two months 100 special 
blank price tickets. All for.............. 


$ 4 .00 


Per 
Month 





RECORDER SHOW CARD DEPT: 


189 W. MADISON STREET 


CHICAGO, ILLINOIS 





Tear off and Mail This Coupon 


Please send the RECORDER SHOW CARD 
“Selling Messages” Service for one year, con- 
sisting of eight new cards each month, and 
polychrome art easels with the first 
month’s service, beginning with cards for 
June, for which we will pay $48.00, payable 
$4.00 per month. 


four 


$45.60 per year if paid in advance 
We prefer the (silver) (gold) easels. 


We sell men’s, women’s, children’s shoes and 
hosiery. 
(Cross out lines not carried.) 


We want the following initials on easels: 


(Not more than two; if hyphenated, 
so indicate.) 


Store Name 
Owner 
City 


State 


(May 5th issue) 
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: One of our newest in-stock children’s straps: 
Fy 
Saini 
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IN STOCK 


smart seller. 


insert. 


TRUITT BROTHERS, Inc. 


RARARAAAAAAARARARAAARARARA BARARARARAAARAR BARARARARAAARAARERARARARA AARBARRARE C84 


Already a 
Carefully made with patent trim and Toyo 
cloth insert. You may also order it with tan trim and tan 














IMPORTED— ENGLISH 
Riding Boots 
IN STOCK 


After it became evident that 
leather was set for a continual 
rise, we immediately covered 
ourselves for a very large quan- 
tity of leather, enabling us to 
make up this boot, and although 
we were caught in the first ad- 
vance of leather, we avoided 
the many other advances since, 
which had we not done, would 
have compelled us to ask a 
much higher price for this boot. 
























However, in order to build up 
still greater the rapidly grow- 
ing demand for our imported 
boots, we shall continue to sell 
this boot without any advance 
over last year’s prices as long 
as our present stock holds out 
—Men’s $16.50, Women’s, $14.50. 
It will be to your interest to 
stock up and avoid all future 


advances. 
Men’s Black or Tan 


$16.50 


Women’s 
Black or Tan 


$14.50 


B-5718 
Write for New Catalogue 


COLT CROMWELL CO., Inc. 


Established 1899 


1239 BROADWAY NEW YORK, N. Y. 























Binghamton, New York 


Can You Speak 
the Language of 


Your Business ? 


Do you know the meaning of all the 
terms used in the shoe and leather trade? 
Can you make a good impression on a 
customer by calling things by their cor- 
rect names and answering questions in 
an intelligent manner? 

If you can’t—you need the 


“Shoe and Leather 
Lexicon’’ 


An authoritative dictionary of the terms used 
in the shoe and leather trade. The price of the 


Lexicon is 
50 Cents 
(Cash with order) 
Boot and Shoe Recorder 


Publishing Co. 
207 South St. 


Boston, Mass. 
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A Snappy Strap 
In Toyo Cloth 
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All Whit 
Crepe Sol 
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The new way 
to raise the instep 


of a pump— 
Carter’s 


“VAMP EASER” 


Eases Opera Pumps That Bind the Instep 


L &S ere F Geuting’s of Philadelphia wrote us—an ex- 
John Lawrie ons itchtenberger-Ferguson ; _ 
Chicago, Il. Los Angeles, Cal. cerpt of their letter follows: 


Sells to jobbers only , Replying to your letter of November 14th, in 
Blog Shoe Findings Co. Shoe Sundries, Inc. which you ask us our opinion of the vamp easer, 
New York City Cleveland, Ohio we believe you have a very helpful instrument for 
P. M. Volk & Co. H. R. Holden & Co any retail shop. We have been using it here with 
Baltimore, Md. " ‘Boston. Mess. splendid success and have been able to adjust com- 
Geo. E. Keith Co. ' plaints in a very satisfactory manner through the 
Findings Dept. Empire Leather Co. use of it. 
Brockton, Mass. Birmingham, Ala. 


If your local jobber cannot supply you, send direct to 


CARTER’S VAMP EASER CO. 


VALLEY STREAM, N. Y. 




















‘ime Se» SPRING SPORTS— 


All White Nubuck ‘ sa . , ; 
repe Sole, 0 “— ~ 
vs ww Picked By one 


Wellesley 


Tan Calf 
Leather Sole, B and 0 


$3.60 
Smoked Elk 


**Bearfoot”’ Sole, 
Band C 


$3.60 


PSS SSS DSBS SBBBBABBSBABBBBBBABBBB BWM MSM: 





Bryn Mawr Lasell Radcliffe 


Tan Calf; Smoked Smoked Elk, Tan White Nubuck ‘ Mage Calf Tan Calf 
: Calf Tri “‘Rearfoot”’ Sole, Leather Sole, B and C 
Vamp and Quarter _ B and C White Calf salem ae 
Black Calf, White White Elk, Black Gun Metal Calf “Bearfoot” Sole, phy AY 
Vamp and Quarter Calf Trim Crepe Sole, B and C “9n0e° “a 
All White Nubuck “Bearfoot” Sole , , ; A tn ge 
Bearfoot” Sole, ae Tan Calf White Calf “Bearfoot”” Sole 
and 0 Crepe Sole, B and C Crepe Sole, B and C Band 0 ; 
$4.25 $4.25 


MERCHANT S SHOE CO., 57 Lincoln St., Bestia; Bees, 


Vassar 
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WHERE ‘TO BUY 
Men’s Shoes 


Oh le hi ec el ial 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 

















FoR MEN 
na raccannco. tue (PD 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 

















<\ 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 











GS 


60 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Reckiand, Mass. 
Write for catalogue today 
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Lynn Expert 
Sees Welts 
For Autumn 


Will Come as a Complement 
to the Fall Street Ensemble 


LYNN, Mass.—Shoes and shoemaking 
keep changing here in the items of style 
grades and price, and forward changes 
are a true sign of healthy growth. The 
coming summer should bring an excel- 
lent demand for smart novelties, for 
the world goes out of doors in bright 
and sunny weather and must have shoes 
for the occasion. 

A. N. Blake of the Watson Shoe Co. 
predicts the best season yet for sport 
welts, this to be followed by a new de- 
velopment of service welts in the fall. 
“The welt shoe,” says Mr. Blake, “fits 
to the ensemble of sport costume as a 
picture to a frame.” His forecast is 
supported by the report of a Lynn sole 
cutter who says that he has already 
sold out one line of light soles, suitable 
for welts, and has bids for a number of 
other lines. 

Arthur Harney of the Harney Shoe 
Co., who returned last week from a 
Western trip, tells of sales of step-ins 
and strap pumps of parchment, white 
and blue, and also patents to be sure. 
One Lynn firm, making a high grade 
line, is predicting that history will re- 
peat itself and that the coming sum- 
mer will bring a fashion of black foof- 
wear as did the summer of a year 
ago. Yet a multitude of art fabric 
shoes now are being made. 

Heels are lower, for one firm reports 
that its new orders call for many heels 
of the Cuban style, while another finds 
that its baby Louis styles are again 
much in demand. News of the revival 
of DuBarry heels strikes a sympathetic 
chord in the minds of old times for well 
do they remember when this finely fin- 
ished heel of leather was the pride of 
their shoemaking. 

Photographic snake leathers, noted in 
the factory of A. E. Little & Co., reveal 
a new method of finishing leather for 
the line and the color of the snakeskin 
is reproduced on calf with such exact- 
ness that even the leather experts are 
baffled to tell one leather from the other 
when made up into shoes. Yet the 
fingers will tell, for the genuine snake 
has one “feel” and the photographic 
snake another. 

Daly’s Golden Rule enterprise has 
taken additional space with the intent 
to increase its capacity to 205 cases or 
7380 pairs daily. 

There is some feeling that the new 
shades of brown have been offered pre- 
maturely in some stores. Makers be- 
lieve that the color program should be 





carried through its season, so as to pre- 
vent the confusion which comes when 
one color treads too much on the heels 
of another. 


Merchants Still Buying 
on Hand-to-Mouth Basis 


CINCINNATI, OHIO.—Production at a 
few of; the shoe factories in this sec- 
tion is fair, while others are running 
high. A very large percentage of the 
orders coming in at present cal] for 
footwear for immediate need and very 
little fall business is being booked. Some 
of the plants have finished making up 
new samples and others are busy mak- 
ing them up, but manufacturers have 
sent very few on the road to salesmen. 
One sales manager stated that his 
firm would not put salesmen out with 
fall samples until the weather breaks, 

Fall samples have not been sent out 
from the Julian & Kokenge Company, 
but a fairly satisfactory volume of 
immediate delivery orders are coming 
in. Richard Stix, merchandising man- 
ager, reports that lots of colored kid 
footwear is being bought but orders for 
black patent have dropped off consider- 
ably. Julian & Kokenge is making up 
lots of whites for May and June delivy- 
ery and expect these and colored kid to 
be leaders this summer. 

The Sachs, Bruson & Vigorith Com- 
pany has been fairly busy filling orders 
from their in-stock department anid the 
factory has been kept pretty busy on 
orders for future shipment. Practically 
all orders call for fabrics and colored 
kid novelties although some of the trade 
are using quite a bit of black patent. 
The demand for suede has died down 
to a certain extent and the demand for 
satin is very conservative. Pumps are 
being favored although different strap 
effects are popular. 


May Move to Brockton 


BROCKTON, Mass. — Overtures have 
been made by the Touraine Shoe Co. 
officials here for more manufacturing 
space in the old Tom White factory, 
where the company is located, and union 
officials have been notified that if 
proper arrangements can be made, an- 
other portion or all of the Haverhill 
plant of the local company, wh 
originally made all its shoes in Haver- 
hill, may be moved to Brockton. 

The company manufactures ¢ 
ing girls’ and misses’ shoes her 
has been very successful since th« 
ture was begun here more than a t 
ago. Between 75 and 100 hands are 
employed in the local plant. The H 
hill factory manufactures won 
McKays for the greater part o! 
output. Removal of all of the busin 
here would provide employment 
at least double the number now 


gaged 
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Moving to Marlboro 


HAVERHILL, Mass. — The Felstiner 
Shoe Co., for the past six years engaged 
in the manufacture of women’s turn 
shoes in this city, has leased space in 
the Lynch factory, High Street, Marl- 
poro, and is about to start production 
there. The members of the firm are 
Charles F. Felstiner, Harry Felstiner, 
John T. Felstiner, and Louis Kline. 
The Acme Wool Heel Co., operated by 
the Felstiner firm, also accompanies 
the firm, occupying the basement of the 
High Street factory. The company em- 
ployed about 150 in this city, but is 
planning to increase production and 
employment in its new location. 


Kirkendall Co. Drops 
“Shoe” from Name 


OmaHA, Nes. (UTPS)—The Kirken- 
dall Boot & Shoe Company located in 


Omaha has changed its name to the | 


Kirkendall Boot Company, Glen C. 
Wharton, the company’s president, an- 
nounced here recently. 

The company has filed its articles of 
incorporation under its new name with 
capital stock amounting to $350,000. 
Besides Mr. Wharton being president, 
0. F. Lawyer is vice-president and gen- 
eral manager. ; 

The Kirkendall Company now is 
rated as the largest exclusive manu- 
facturers of riding boots in the United 
States, according to Mr. Wharton. 

The company makes nearly every 
type of boot for men and women, from 
the Jodhpur short riding boot and mil- 
itary formed leg boot to the English 
field boot. Cowboy boots represent 
about half of the company’s output at 
the present time. 


Heel Manufacturer Quits 


IpswicH, Mass.—F. L. Burke & Son 
of Ipswich, are closing their factory 
for the making of leather heels, after a 
career of fifty years. When this firm 
started all heels were of leather, for 
the rubber heel was unknown, the wood 
heel, though known, was not used, and 
the fiber heel was not dreamed of. 
Now 90 per cent of women’s novelty 
shoes have heels of wood, and a mul- 
titude of men’s shoes have heels of rub- 
ber, and many shoes have heel bases 
of fiber. The business of the company 
will be transferred to the Brockton 
Heel Co. of Brockton. Martineau & 
Burke of Boston, are selling agents for 
both concerns. 


Carton Factory Burns 


MIDDLEBORO, MAss.—Fire of unknown 
origin last week destroyed the local 
plant of the Alger Paper Box Co., 
manufacturers of shoe cartons, with a 
loss which may reach $100,000. Fanned 
by a high wind, embers from the fire 
set blazes on no less than a dozen 
houses within an area of a half mile, 
causing an additional loss of about 
$25,000. A store across from the box 
plant also ignited, causing another ad- 
itional loss of $5,000. As yet no de- 
cision has been made to rebuild, and 
there are rumors that the plant may he 
re-located in Brocton where the owner 


Tesides, 








Goodrich Company 
Changes Quarters 


Boston, MAss.—- 
That it may better 
serve its custom- 
ers, the footwear 
division of the B. 
F. Goodrich Rub- 
ber Co., makers of 


Goodrich Hi-Press | 


rubber footwear 
and “Zipps” 
vas footwear, an- 
nounces that after 
May 1, New York 
and Boston offices 
will be located 
down town in the 
wholesale shoe districts. 

The New York office address will be 
50 Thomas Street. The Boston office 


R. J. Jones 


will be at 614 Atlantic Avenue (the | 
the 


premises formerly occupied by 
Atlas Shoe Co.). 

I. B. Wells, the eastern district foot- 
wear manager at New York, has ap- 
pointed R. J. Jones (who has repre- 
sented the company’s interests in 
Rhode Island and eastern Connecticut 
for the past five years) as Boston man- 
ager. 

It is hoped that in its new locations, 
where it will be better equipped to 
serve its thousands of customers, the 
Goodrich company will be able to satis- 
factorily handle its constantly growing 
business. 


Purchase “Arch Keeper” 
Rights 


SouTH BRAINTREE, Mass.—The J. M. 
Connell Shoe Co. has announced the 
purchase of the former Rice & Hutch- 
ins trade mark “Arch Keeper.” The 
purchasers are building a high grade 
line of women’s welts, using the “Arch 
Keeper” process. 
merchandised through its direct fac- 
tory representatives. the Metropolitan 


Shoe Sales Co., 144 Duane Street, New | 


York City. Geo. Van Reine, H. Jacobs, 


M. Cooper and I. Goldstein are the of- | 


ficials and directors of the Metropoli- 
tan Sales Co., all of whom were asso- 
ciated with the old Rice & Hutchins 
New York company. The personnel of 
the J. M. Connell Shoe Co. includes sev- 
eral of the key men who formerly made 
the women’s “Educators” 


who are fitted in every way to make 
and improve the quality of 
Keepers.” 


St. Louis E.&J. Show Gain | 


St. Louis, Mo.—The Endicott-John- 
son St. Louis distributing plant showed 
a substantial gain during the week of 
April 14, when the volume exceeded the 
same period of a year ago by more 


than two thousand dozens, which was | 
The | 


the biggest week’s sales this year. 
orders received on Monday the 16th 
totaled more dozens than any one day’s 
mail this year. 

The new territory allocated to the 
St. Louis house is as follows: Oregon, 
eastern Tennessee, eastern Kentucky, 
Wisconsin, Minnesota and the northern 
portion of Michigan. An additional 
sales force is to cover this zone. 
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WHERE TO BUY 
Men’s Shoes 








can- | 


Tet HAND TAILORED 
eae HAND LASTED 
Bion F-Revno.os Comm 


BROCKTON, MAS . 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


O* the Better Grade 
For the Better Trade 


Best~Ever 
ipper Co. mc. 


WD 
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es 














The new line will be | 


and “Arch | 
Keeper” shoes for Rice & Hutchins and | 


“Arch | 


PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York Ci 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 
$27.00 per doz. and up 
Cataleg 
sent on 
request 








Two Strap Sandal 
Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 


MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 
Ballet Slippers 


im Stock Black Bal- 
let Slippers 
indies’ 1.25 pr. 

$30 pr 
Uuiras’ $130 pr. 
anes! pyes SS SS, Ine. 
9 
con Youb, N. Y¥. 

















BALLET peng an —IN STOCK 


f the unusual kind 
Bi02 Bik. an tend Tura 
ly re , ith 35 
7 - 

women’ y Bn Lo 


cee ants "HERDER, Arcee 
acture 
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Sai Ne. Tien Bas Philadelphia, Pa. 





BALLET SLIPPERS 
Made on Right and Left Last« 


Wom. Miss. Child. 

No. 60@ Black Kid..1.45 1.40 1.35 

No. 604 White Kid. .1.75 1.70 1.65 
Ceast Prices Slightly Higher 


BROOKS SHOE 
MFG. CO. 
Philedelphia— 


1725 No. 6th St. 
Los Angeles—1162 So. Hill 8. 








iscrtagh 

LUE? 

Rights oan Lefts 
Two Grades 


Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.385 1.30 1.25 


In Stock 
325 West Monroe 


wmM. 
SUMNER 
SMITH 
Chicago, Ill. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN 8TOCK 
Women’s, $1. 38: 
Misses’, $1 

Children’s, sh. Si 
Mail orders prompt- 

Sam to 


; ly attended 
ROTH & ROSENBERG SHOE CO. 








124 N. 3rd St., Philadelphia 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on sone 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 








DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Boston Factories are Fair- 
ly Busy 


Boston, Mass.—Factories in this 
section have been fairly busy during 
the past week. There have been many 
buyers in this market and manufac- 
turers report that all indications are 
for as good a production during the 
quarter ending Sul 1 as that ending 
April 1, when the New England district 
produced 30,381,000 pairs, a gain of 11 
per cent over that of last year. The 
cool weather of the past week retarded 
the wholesale shoe business a little. 

Shoes are well displayed, with about 
50 per cent of women’s footwear in 
black, either patent leather with trims 
or all-over patent leather, dull gun- 
metal kid and calf, and some _ black 
satins; the other 50 per cent divided 
between sports models in a wide va- 
riety of rubber sole types, and in col- 
ors, with dark blue kid prominent. The 
vogue of dark blue kid has been re- 
flected in the sales of this leather, which 
has shown considerable activity during 
the past few weeks; quick shipments 
on this leather are wanted. Tan and 
white kids are in demand for immedi- 
ate shipment. 

There are liberal samplings of fall 
colors in kid, calf and suede, with the 
brown shades prominent. Black kid 
showed much activity in this market 
during the past week, and was sold 
in quantities ranging as high as 3000 
dozen skins to the lot. Women’s shoe 
manufacturers from various parts of 
the country are buying many cut soles 
in this market, the past week register- 
ing unusual activity in this direction, 

Tan elk, tan calf and black patent 
leather continue the favorites in chil- 
dren’s lines, with men’s shoes showing 
many sport patterns, in which two 
shades of tan, with rubber soles, are 
among the favorites; some all-white 
buck is selling, and many black and 
white numbers. 


Display Shoes in 
Manchester Pageant 


MANCHESTER, N. H.—One of the 
feature exhibits at the Manchester 
Pageant of Progress held the week of 
April 16 was that of the Ayer & Wil- 
liams Shoe Company, the latest addi- 
tion to Manchester’s growing indus- 
tries. This firm displayed the latest 
styles in women’s turn footwear, linen 
covered and reptile shoes featuring the 
smart exhibit. A style revue was also 
a part of the pageant and living models 
wearing the shoes from the Ayer & 
Williams factory also attracted wide 
attention. The firm recently moved 
here from Haverhill, Mass. The estab- 
lishment is the only one engaged in 
making turn shoes in the city. 


Baker’s to Open in 


Kansas City 


Kansas City, Mo. (UTPS)—Baker’s 
Economy Shoe Store, with head- 
quarters in St. Louis, Mo., and shoe 
stores for women in many cities, will 
open a store fof women in the Altman 
Building, 107 East Eleventh Street. 





Pletz, Firestone Manager 


MINNEAPOLIS, MINN. (UTPS) -The 
Firestone Footwear Co. branch in Min. 
neapolis is to be managed by S. R. 
Pletz, who formerly was with the Ser. 
vus Rubber Co. in Rock Island, II], 
where he was in charge of distribution, 
Previously Mr. Pletz was in the retajj 
shoe business in Lincoln, IIl., later with 
the Beacon Falls Rubber Co. in Chi- 
cago in 1913 to 1924. 


Most Brockton Factories 


Continue on Full Time 


BROCKTON, Mass. — Despite the lul! 
noticeable in other centers at Faster 
time, Brockton factories continue to 
operate practically on full time, al. 
though there are some plants which 
close early Friday afternoons and some 
Saturdays. Sales managers report busi- 
ness quite good, especially in women’s 
lines, even in the face of unseasonable 
and wet weather through practically 
every section of the country. 

There was quite a brisk movement 
in sports for men just after Faster, 
and a goodly number of such shoes 
now are going through the factory, 
Manufacturers are playing cautious, 
however, and are not making up an 
over-supply until the warmer weather 
gives them a line on the demand which 
is expected to be felt when the cam- 
paign for the wearing of more sports 
with sport clothing is under full swing, 

There has been a light movement of 
featherweight shoes through some of 
the factories, but most of this work is 
trial orders awaiting the real call for 
such footwear when more seasonable 
times come. 


Men’s Toyo Shoe Sells 


HoLLywoop, CAL. (UTPS)—The 
Hollywood Boulevard shoe store of 
Chappelle’s, Inc., reports an excellent 
sale on a new men’s sport shoe it is 
featuring. The tan oxford is very at- 
tractively made with a tan shaded, 
coarse weave toyo cloth, only the heel 
and toe being of leather. 

Manager G. Sandler highly praised 
the success of the shoe, made by Bates, 
after but a week’s display. He also 
reported a large Easter business, 50 
per cent of which was women’s Deav- 
villes. Since Easter Chappelle's has 
been featuring Becker-Friedman’s kid 
pumps for women, many in a T-strap, 
and of dark blond shades. Sandler 
said that because of its excellent ap- 
pearance, fit and softness, it “sure 
sells.” 


South Bend Store Moves 


SouTH BEND, INp.—Lindsey’s, Inc, 
South Bend, Ind., store, previou sly lo- 
cated in the Palace Theater Building, 
recently removed to 118 South Mil 
Street, occupying more than twice the 
area of the old store. The window ar 
rangement is unique in _ displaying 
shoes from all angles. A. W. Haldiman 
is manager of the establishment. which 
specializes in Arch Preserver shoes fot 
men and women; “Just-Wright” shoe: 
for men; and women’s high style nun 
bers. 
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Big City Styles 


LyNN, Mass.—“Tom” Welch of 
Mitchell, Welch Co., who keeps one eye 
on the shoes on the feet of the passing 
throng, and the other one on his fac- 
tory, makes this observation: 

«There are more women in the big 
cities and fewer on the farms, and 
hence the steady increase in the de- 
mand for novelty style shoes for the 
big city trade. ° 

“Hands that used to milk the cow 
or gather the eggs are now taking dic- 
tation, or are selling goods, in big city 
establishments, and the feet that go 
with the hands are wearing light and 
dainty novelties instead of strong and 
ordinary staples.” 


Haverhill Manufacturers 


Re-Organize Association 


HAVERHILL, Mass. — The Haverhill 
Shoe Manufacturers’ Association on 
April 24, re-organized with new articles 
of agreement being entered into by the 
50 subscribers composing the shoe men’s 
body. The new agreement is for a term 
of three years, officers to be elected 
annually. 

The association has a membership of 
approximately 50 firms and member 
firms employ three-fourths of the local 
shoeworkers, numbering about 8,000. 

The new association is very similar 
to the former one which terminated 
April 17. No radical changes in policy 
or administration have been announced. 


Changes in Brooklyn 
Style Show Announced 


New YorK, N. Y.—J. J. Kozack & 
Son have withdrawn as exhibitors at 
the Brooklyn and Greater New York 
Style Show, to be held at the Hotel 
Commodore, May 21, 22 and 23. Addi- 
tions to the list of exhibitors are Ger- 
son, Nordheimer & Stiles, New York, 
and Philipson-Lockwood, Long Island 
City. 


M. W. ond P. E. Selby 


Retire 


PorTSMOUTH, OHI0O—Mark W. Selby, 
treasurer of the Selby Shoe Co., and 
P. E. Selby are retiring from the firm. 
Roger A. Selby is to continue as presi- 
dent, according to reports. The recent 
sale of 64,000 shares of common stock 
of the company, it is understood, was 
to permit the two Selbys to retire. 


D. F. Petty Recovering 


PittssuRGH, Pa. (UTPS)—D. F. 
Petty of Holbrook & Petty Co. is well 
on the road to recovery in the Mercy 
Hospital, where he is recuperating 
after having undergone a severe oper- 
ation. 

Mr. Petty was denied visitors for 
some time after the operation, during 
&@ period of which time his life was de- 
spaired of. Brother shoemen and all 
friends and acquaintances are as one 
in declaring their gratification that Mr. 
a will again be about in a few 
weeks, 














Haverhill Production 


Continues to Increase 


HAVERHILL, Mass.—Improvement con- 
tinues to be noted in local shoe pro- 
duction, with the cheaper grades show- 
ing the greater stimulus. The cheap 
and medium grade McKay lines have 
shown an upward trend for the past 
week and the movement seems to be 
gathering strength. Novelty wear 
seems to profit most by the late season 
business, stable lines not being greatly 
affected. Retail merchants, on their 
novelty lines, are filling in their stocks. 

One-straps with liberal use of cut- 
outs, feature patterns for the late sea- 
son. There have been witnessed no 
radical departures in style since the 
opening of the season, but the one-strap 
offers the greatest opportunity for vari- 
ation and much style has been evolved 
around this popular pattern. Black 
patent leather continues strong, consti- 
tuting a major part of present cutting, 
although white kid and cabretta have 
come in very strong in plants which an- 
nually feature whites at this season. 
The light kid shades hold up well in 
the cheaper grades. Satins, velvets, 
and the fanciful fabrics have not yet 
reached any appreciable demand. 


New Arch-Aid Shops 


PITTSBURGH, Pa. (UTPS)—A new 
Arch-Aid Shoe Shop recently opened 
at 204 Sixth Avenue under the man- 
agement of R. M. Rodkey, formerly 
with Boggs & Buhl’s department store 
of Pittsburgh. Mr. Rodkey is in part- 
nership with his brother, H. A. Rod- 
key; who is new to the shoe business. 

The store is of the parlor type, with 
concealed stock and elaborately fur- 
nished sales room. Period chairs in 
velour and vari-colored patterns, with 
tables and fitting stools as well as 
woodwork of walnut, are set off by 
polychrome walls and heavy patterned 
carpeting. Mirrors appropriately ar- 
ranged are noticeable in the estab- 
lishment. 

R. M. Rodkey was with the Boggs 
& Buhl company for eight years and 
is a thoroughly experienced shoe man. 


Whites Move in Fort Smith 


Fort SMITH, ARK. (UTPS)—White 
slippers. are beginning to sell in good 
numbers here, and shoe men anticipate 
a big white season. However, cold 
weather has delayed sales somewhat. 

At the present time, colored kids are 
in great demand, particularly pinks. 
Ten pairs of high heels are sold to one 
of military and flat heels. Toyo cloth 
also is a good seller. 


New Shoe Concern 


PROVIDENCE, R. I. (UTPS)—A shoe 
concern to be known as Zarchen & 
Markoff, Inc., has just filed incor- 
poration papers. The amount of stock 
was given as 250 shares of common at 
no par value and the owners as Samuel 
Zarchen of Providence and Maurice 
Markoff. The firm will operate in 
Pawtucket, R. I. 








WHERE TO BUY 


Women’s Novelties 





In stock $3 to $6 12 Stock Turnovers 
a Year 
is the average turnover that 
our 3500 repeat customers re- 
port on the “‘On-Time line.” 
It's worth sending for 
m circulars of shoes that 
sell so well. Write us 
now. 
Samuel Cohen 








oe Co. 
72 Lineoin St., 
Boston, Mass. 




















Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 


Send your orders 
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WHERE TO BUY 
Shoe Buckles 
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——VEITH > V 
E UT STEEL— E 
IMITATION STEEL 

| BEADED 
SHOE BUCKLES 
T «.&H. VEITH, INC) OT 


—I mporters— id 


UT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 


MAISON MANN, INC. 


formerly 
BAUER & MANN 
3 West 29th St., New York 


TriFarRt & De ALTERIIS 
Importers and Manufacturers 
CUT STEEL BEADED 
RHINESTONE 
SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 
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WHERE TO BUY 
Standard Shoe Materials 
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The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


est Virginia 


Adds to the Wearing Quality 
of the Shoe. 


Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroi Chicago 














t New York 








WHERE TO BUY 


Store Fixtures 


GOCD WINDOW 


FIXTURES 


COODWIN & CO 
si i 


Es MASS 
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WHERE TO BUY 


Shoe Drawings 
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Geller on Fifth Avenue 


New York, N. Y.—Andrew Geller, 
shoe manufacturer and retailer, who 
conducts six stores in New York, is 
negotiating for a lease on a store site 
in the new Lefcourt National Building, 
now under construction at Fifth Ave- 
nue and 43d Street. Mr. Geller, while 
stating that negotiations are under 
way, declared that they had not been 
definitely closed. 








Largest Shoe Warehouse 
Completed at Worcester 


Boston, Mass.—New England is 
now the distributing center for one of 
America’s largest chain shoe store or- 
ganizations. This was revealed when 
the Aberthaw Co., construction man- 
agers of Boston, announced that the 
largest shoe warehouse in New En- 
gland has just been completed at Wor- 
cester for the Melville Shoe Corpora- 
tion, which “will eventually stock and 
ship from it all articles of merchan- 
dise, including shoes, hosiery and sun- 
dry supplies, to all stores in the three 
chains which they operate—John 
Ward Men’s Shoes, Inc., Rival Shoe 
Co. and Thom McAn.” 

In the past, the Melville Corpora- 
tion has been leasing storage space ‘in 
Nashua, N. H., and other New England 
cities. Considerable merchandise has 
also been stored in their New York 
warehouse at 191 Hudson Street, which 
is now to be disposed of. 

More than 300 stores are supplied 
with shoes from New England facto- 
ries convenient to Worcester by the 
Melville Corporation, which has just 
opened its new executive offices on 
Fifth Avenue, New York City. Thom 
McAn shoes are made in Nashua and 
Manchester, N. H.; Rival shoes in the 
Worcester district; John Ward shoes 
in the Brockton district. Because of 
its geographical location with refer- 
ence to supplies and distribution, the 
Melville Corporation selected Worces- 
ter as the site of its new central ware- 
house early last fall. 

The new warehouse, which has a 
floor area of approximtely 199.000 
square feet, is a large fireproof two- 
story reinforced concrete flat slab type’ 
of building. It covers over an acre of 
ground in Hammond Street, with a 
right of way to Tainter Street, and is 
directly on the Boston & Albany Rail- 
road, about a mile from the center of 
Worcester. This location is approach- 
able by well paved thoroughfares and 
is in a section of the city accessible to 
the class of employees which had to 
be considered, being for the most part 
clerical, and a large proportion girls. 

The new structure is one of the most 
modern in the country, and renresents 
en investment of more than $325,000. 
It is planned particularly for shoe 
storage purposes with special regard 
for incorporating facilities. for prompt 
and efficient moving of goods, both in 
and out, by truck and railroad. A 
special railroad siding was constructed 
to a platform on the second floor level, 
which is properly roofed over to allow 
loading and unloading away from the 
weather at all times. 


New Shoe Stores 


The Fred W. Kruse, 205 State Street, 
Madison, Wis., shoe department, Robert 
P. Pobreslo, manager (women’s and 
misses’ shoes). 

The Emporium, San Francisco, Cal.. 
Steve Wochos, buyer (women’s and 
misses’ shoes, main floor, in addition to 
present section). 

Dollahite-Levy, Krupp & Tuffly, Inc., 
shoe department, Houston, Tex. Jake 
Minchen, manager; associates, F. 
Baker McNutt and Joe Kaplan. 








York Retailers Meet 


YorK, Pa—The York Shve Re. 
tailers’ Association at its last monthly 
meeting, attended by 100 per cent of 
its membership, voted in favor of elim. 
inating the style show at the 
Middle Atlantic Shoe Retailers’ Asso. 
ciation, to be held in Philadelphia next 
January. In its stead, the York men 
suggested an entertainment for shoe 
men only. 

A committee was appointed to select 
a place for the association’s annua] 
outing, which will be held on the first 
Thursday in July. 



















Reviving Activities 
in Detroit Ass'n 


DETROIT, MicH. (UTPS)—A reviva] 
of enthusiasm for associational activi. 
ties and the benefits of organization 
among Detroit’s retail shoe merchants 
was foreshadowed by the plans laid at 
an informal gathering of some twelve 
of the city’s foremost shoe store pro- 
prietors and) managers, held in a pri- 
vate dining room on the second floor 
of the Hotel Tuller, on Park Avenue 














at Grand Circus Park, at noon on 
Tuesday, April 25. 
M. A. Mittelman, secretary of the 





I. Miller’s Stores, Inc., and manager 
of the Detroit unit of the company, 
who was elected president of the De- 
troit Retail Shoe Dealers’ Association 
last year, called the present meeting, 
and Secretary Clyde Taylor of I yfe’s 
got busy on the telephone and got the 
members together. The result was a 
genuine revival of interest that will 
without a doubt mean a great deal to 
the local shoe fraternity. 

A luncheon served by the hotel pre- 
ceded the business session, which was 
presided over by Mr. Mittelman. Sev- 
eral routine business matters were 
disposed of before the principal reason 
for the calling of the gathering became 
apparent. Additional subscriptions to 
cover a deficit in the treasury were 
taken, most of the deficit having been 
caused by a cooperative advertising 
plan in which the members engaged 
last year. 

Building up the local association 
will be brought about by holding more 
frequent meetings, by calling upon 
eligible men in the industry to join, 
and by stimulating a new interest on 
the part of the present members. As 
the first step in this revival program 
the members agreed to the propos! t 
hold the meetings regularly twice a 
month at the Tuller Hotel. 


Beaman Shoe Co. Quits 


KNOXVILLE, TENN. (UTPS)—The 
city’s oldest retail shoe house, th 
Beaman Shoe Co., Gay and Commerce. 
is closing out its stock and will go out 
of business, according to Clarence Bea- 
man, the owner, who wishes to retire 

The business was founded in 18"! 
under the name of the Palace Shoe an¢ 
Hat Store by Orin C. Beaman and J 
Dee Aston, across the street from It 
present site. The present location has 
been occupied for over thirty-three 
years. Clarence Beaman entered the 
firm thirty years ago and the name 
was then changed to Beaman Bros. ¢ 
Co. 
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T HE pony express ran for eighteen months over the 2000 
mile stretch between St. Joseph, Missouri and San Fran- 
cisco. This run was made regularly in eight days, through a 


rugged country without roads. For nervy men and gallant 
horses, for adventure and hairbreadth escape, for duty done 
in peril and hardship and the constant shadow of death, there 
is nothing to compare with the pony express in 
the history of transportation. 


THE QUALITY aoe BOX TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 





High heels and boxless toes char- 
acterized the rugged boots worn 
by American horsemen in the 
early sixties. The toe of the pres- 
ent day shoe not only retains the 
style of the last, but also with- 
stands rough usage. Quality shoe 
manufacturers are now using 
Celastic—The Quality Box Toe. 
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Classified and Opportunities Department 
P epa en pa 
cos 
ecutive 
RATES AND OTHER INFORMATION manuf 
financi: 
Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on re . 
Monday of the week of publication in order that advertisements be published same week. “ “a 
Otherwise insertion will be put over to the following week’s issue. Les 
POSITIONS WANTED When advertisers desire answers to come in our care -” 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad. scientio 
seas Pe 4 a _ ‘ - vertisers desire replies forwarded direct to their address aad 
ALL OTE nal en a a oo each word of their address must be counted in the ad. "26 Y 
— i i i bs sition 
7c. per word. Minimum Charge $1.25 vertisement and paid for accordingly concern 
ALL DISPLAY SPACE Payment in advance is required, except when regular bw % 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. N. Y. 
OSIT 
Assist: 
$< —with 
SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED iar 
roness i 
also som 
ness ref 
Shoe Re 
, SALESMEN WANTED 
1 0 % Ss I D E  * I N E Pp R Oo P Oo Ss I T I Oo N To carry as side line the fastest short aa 
line of In-Stock Stiled Corrective McKay eat 
WE WANT MEN who at present are calling on the better stores—large department stores Arch Shoes priced at $2.85 and $3.85, 
and exclusive suoe stores—to carry our line of Morton Step-Out Beach and Boudoir Straight commission basis. Good oppor- iia 
Sandals, as a side line. 10% commission. State age, experience, present connection and tunity for big earnings. Address 
territory you are now covering in your reply. Also give references. CORRECTIVE SHOE COMPANY IVE y 
THE NU-STYLE MFG. CO., 3839 So. Madison Avenue, Norwood, Ohio 14th ane } a ay gg \ve., L media 
— — priced M 
im the en 
and Sho 
Mass. 
Have opening for territory of De- INE W 
SALESMAN Salesmen Wanted troit and vicinity. Substantial es- L valu 
tablished trade. Rare opportunity 
«Riggs gh tess buyers; cl 
WANTED in profitable territories by old- = Si en, ae raed buyers. 
. = , fi 
: established manufacturer of fine Shoe Recorder, 207 South Street, Maguite 
WANTED for the States of line of popular priced IN STOCK Boston, Mass. care Boot 
Oklahoma, Kansas, Missouri : Boston, M 
and Nebraska an experienced Stitchdowns and Welts. Exclu- 
live-wire salesman to represent sive territories or side lines. In- eninnein Wemene. te b WATE! 
° . . - p\ P\ . — e ave an open 
leading manufacturers of popu- terviews arranged in East, South ine in covered lates far @ sido-tinc salenmn GARDNE1 
lar priced welt arch-support or Middle West. Address D-472, carrying our line consisting of a yeneral line Jj ———— 
shoes. We are the best known of shoe novelties and spats. Applicants must IGH 
li f its t in th t care Boot and Shoe Recorder, submit references with their first letter. Ad. H gr 
Ine O: its type in e country, r , i: dress D-409, care Boot and Shoe Recorder, S women 
doing business with the largest 239 W. 39th St., New York City, 207 South St., Boston, Mass. foture i 
dealers every place and have an me ; representat 
established trade in this terri- IDE line for shoe salesmen, beautiful samples, Children’s 
° selling at sight. Liberal commission. Re propositio 
tory. Consequently, we desire orders protected. State references. Advise boyers. ” 
a man who can furnish A-1 a territory. Address D-423, care Boot and Sie ability. Que 
references, both from reputable Sind Girls’ McKays, Welts and Stitchdowns, en. we Sh, See Yok — w 
dealers and reputable manufac- bor the Seowing tg ——~ighome, Cole sii invited.” 
i i rado, Florida, Idaho, Indiana ansas, Ken sania . . a 
Sa orgie — — _— _ tucky, Mississippi, Montana, Nebraska. This ROCEESSTS E, well known - “a Recorder, 2 
en Ire time and a en ion exclu- is a favorably known and fast- moving in-stock Southern States a 3 ey arc 1 line, pop 
sively to our proposition. Our proposition with 100% service. Liberal com. lar priced, from ~ “oM me  & Ca, c- 
line offers unlimited possibili- mission. Whole time or non-conflicting side and well recommen: —" — os dscine — 
ti t : d d line. Give full information, experience and 4th St., Philadelphia, Pa. : 
1es as to earnings, and we de- references first letter. Address Key No. D-460, 
sire only high grade, first-class Boot and Shoe Recorder, 207 South St., Boston, ALESMEN Wanted for our g ine 
representation. All correspond- Mass. Soft, Soles, First Walks. and Ba Walk HOE De 
. in stock. commission basis. esirable tert equipped, 
ence will be treated confiden- ALESMEN Wanted for Fastest Selling Line tory open. Apply stating line carried an Wear store. 
tially. of Growing Girls’, Misses’ and Children’s references. B. & P. Footwear | tae, corner in | 
Goodyear Welt and McKays. Carry as a side Oswego, N. Y. a Established 
Address D-474, care Boot and line on commission basis. Territories: — , “ve 3 oa 
igan, Ohio. Maryland and Southern States. ALESMAN wanted to sell high istiten ors 0 
Shoe Recorder, 207 South St., Salesmen with established trade only. ddress down line to wholesalers and vi e buye Trade St... 
Boston, Mass. 1-458. care Boot and Shoe Recorder, 207 South only, to work on commission basis.and we ¥ — 
St., Boston, Mass. also give drawing account. The tory NEW 
Chicago and westward. Man with s Ay. a A LEASE- 
. Mee ee aout eerie actly Hoot and Shoe Recorder, 207 South St, Bose I M,8.cty of 
7 ‘ man wanted for the South, drawing account e a 7 Population , 
ee toe oe ee _— se, - Ke ae to apply against commissions. Established ac- Mass. —— in southern 
Fall line ready about May Ist. Following count, well known Boudoir Footwear. Only re our 1800 a 
territories: Indians, Western and Southern those of neat, dignified personality and best ALESMEN—One each for Eastern and Wes ve a cor: 
4 - references need apply. Stone Shoe _Company, tern Pennsylvania. Must be 4 Sorte care 
Nove outh St. 


hio, Michigan, Iowa, Nebraska and Colorado. 
No objection to non- -conflicting side line. Only 
men capable of adding to present list of ac- 
counts need apply. State past pgeiance and 
give references in first letter. era 
treated as confidential. HERBST SHOE M 
CO., Milwaukee, Wisconsin. 





ALESMAN for Kansas and Missouri with 

established following for high grade stitch- 
downs, child’s, misses’ and growing girls’ welts. 
In-stock proposition. Must live in territory. 
Helmhole Shoe Mfg. Co., Milwaukee, Wis. 


71—Sth Ave., New York City, N 





SALESMAN WANTED—Desire to secure 
immediately the services of a high class sales- 
man traveling by auto, who is familiar with 
the shoe accounts in the States of Ohio and 
Indiana, to carry exclusively our extensively 
advertised line of MHapytoz children’s shoes. 
We are manufacturers and maintain complete 
IN STOCK department, and pay highest rate 
of commission with drawing account. We have 
large volume of trade established in this terri- 
tory. Exceptional-opportunity. References re- 
quired. W. C. Goodger, Inc., Rochester, N. Y. 





carry successful line low priced | 
ties in stock proposition. Com: 

full details in first letter. Address 
Boot and Shoe Recorder, 207 South 
Mass. 





HOE Salesmen Wanted to carry 
of shoe ornaments as side line 
mission basis. Open territories 
Baltimore, Boston, Los Angeles, 5 
Minneapolis, Milwaukee. New Or! 


Only resident men with good referen¢ 


apply. National Buckle Co., 64 
New York City, N. Y. 
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—SOSITION WANTED 


BUSINESS OPPORTUNITY 





—— 
_— 


OSITION WANTED—Office manager, shoe 
cost man and general accountant with ex- 
ecutive ability, fifteen years’ experience in 
manufacturing lines, controller of budgets and 
financial details of retail shoe departments, de- 
sires position with progressive concern. Age 
40. Married. A-1 references. Address D-476, 
care Boot and Shoe Recorder, 239 W. 39th 
St, New York, N. ¥ 
———— 

TENOGRAPHER, general office worker, 4-B 
foot. Five years’* experience, capable, con- 
scientious, business initiative. Cleveland 0609. 





UCCESSFUL retail shoe manager-buyer will 

be open in ten days to take active charge. 
Willing to buy half interest in going, small 
Chain of popular-priced shoe stores or individual 
shoe store. Interested in towns of 20,000 to 
200,000 population only. Can invest up to 
75,000 cash. No agents. The highest busi- 
ness reputation and credentials. Replies will 
be kept in strict confidence. Address D-440, 
care Boot and Shoe Recorder, 207 South St., 
Roston, Mass. 


WANTED TO PURCHASE 








Sell Us Your Left Over 


New York Export Purcnasine Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








a 
OSITION WANTED—Young man, single, 
P 26 years of age, ambitious, energetic, desires 
buyer and manager. With present 
concern two and a half years. Best references. 
Will travel. Address D-462, care of Boot and 
Shoe Recorder, 239 W. 39th St., New York, 
N. Y. 

a 

OSITION WANTED—Buyer—Cost Man— 
Assistant Superintendent. Age 29—Married 
—_with several years experience in Women’s 
Turn and McKay factory. Familiar with de- 
tail of all departments from office to shipping, 
also some traveling. Best of character and busi- 
ness references. Address D-477, care Boot & 
Shoe Recorder, 207 South St., Boston, Mass. 


position as 











LINE WANTED 





IVE wire of proven ability looking for im- 
Laine connection with women’s popular 
priced McKay manufacturer for volume trade 
in the entire west. Address D-445, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 





LXE WANTED—Men’s work line solely for 
volume buyers; en’s dress welts for vol- 
ume buyers; Ladies novelty line for volume 
buyers; close outs of every description for cash 
buyers. For fifteen years I enjoyed the con- 
fidence of the best trade in Ohio and Michigan. 
Adequate references furnished. Address D-450, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED—SHOE LINE FOR GEORGIA. 
EXCELLENT REFERENCE. RUFUS 
GARDNER, MACON, GEORGIA. 





H!G# grade man with wide experience selling 
women’s style shoes throughout United 
States now with small manufacturer where 
future is limited, is seeking connection with 
representative concern; either Women’s or 
Children’s style shoes to retailer or a volume 
proposition to chain stores and other large 
buyers. Possess unusual executive and sales 
ability. Qualified to present any shoe proposition 
of merit with force and intelligence. Resident 
Chicago. Excellent references. Correspondence 
invited. Address D-467, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








FOR LEASE 


SHOE Department For Lease — Beautifully 
equipped, in high class Women’s Ready to 
Wear store. One half block from the busiest 
corner in both Carolinas. Population 82,000. 
Established 7 years, up-to-date display windows, 
shoe space 25 x 50 ft., on main floor, large 
operators only considered. Apply, 33 East 
Trade St., Charlotte, N. C 





CHAIN STORES AND 
VOLUME BUYERS 
ATTENTION! 


A South Shore manufacturer of 
men’s shoes to retail at $4 and $5 
would like to connect with one or 
more chain stores or department 
stores to take over the entire pro- 
duction of their factory, which has 
a capacity of 1800 pairs daily. For 
further information, address D-473, 
Boot and Shoe Recorder, Boston, 
Mass. 








HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, etc. 
Short term leases taken over. 
Transactions confidential. 
Est. 1890. 
MAX GLAUBERG 
436 Grand St., New York City 
Dry Dock 0352. 





























FOR SALE 





OR SALE—Established shoe store in a live 


Wisconsin manufacturing town. Three hours 


ride from Chicago. Can reduce stock to suit 
purchaser. Address 10-469, care Boot and Shoe 


Recorder, 207 South St., Boston, Mass 











HELP WANTED 


MERCHANT NEEDS 








STORE MANAGER 
OR CHAIN STORE 
EXECUTIVE 


A reliable manufacturer of medium priced 
Men's shoes is interested in opening his 
own stores and would like to get in touch 
with the proper man to start and manage 
these stores which would be started in 
New England. Give full details in first 
letter. 

Address D-471, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 


Wee 
LABELS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


23 SU.w 34° ST. SC 
Phone WISCONSIN 8130 























MERCHANT NEEDS 














NEW SHOE DEPARTMENT FOR 
‘» LEASE—We are a ladies’ exclusive store 
in a city of 20,000 population, and a transient 
population of around 365,000 yearly, located 
in southern Minnesota. A valuable asset is 
our 1800 active charge account ledger. We 
have a corner location. If interested, write 
D468, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FOR RENT 


FOR RENT:—Office space in new building in 
x center of the wholesale shoe market in 
New York; excellent light, large and small 
units, will divide to suit tenant; freight and 
: elevator service. For terms and par- 
ticulars, apply to J. E. Bates & Co., 50 


a St, corner of Church St., New York, 











A MYERS rae’ 
TORE LADDERS 


MODERNIZE STORE ME D 
To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 
or more MYERS NOISE- 
LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FEMYERS & BRO.co. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 




















PHILADELPHIA 
ans 
and particular wrovelerr- 
Jamous for itr 
courteous service and 
homelike environment. 


Cant Located 
BROAD af WALNUT 
3.M. Rosinson, Manager 


Affiliated Hotels 
NEW WILLARD 
Washington oc 
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Y N LE N on 
sO5C AR O of KEN CAHILL BOX MARKER estanussme 
IN WOOD ONLY, BUT IN MANY PERIODS 4 «(Cesena L AB E L ~ 4 
Your WInpbow Trims 
SHOE CARTONS 
EXCLUSIVE BUT NOT EXPENSIVE 
—Some of our New Period SAMPLES UPON REQUEST 
Pura in mating matte 
tive trade pulling displays 
of your merchandise for 
ie coming yew. 263-271 LEXINGTON AVE., BRODKLYM, x 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPCS 
— might be a good business move to look 
= a ee we and see if a new 
|e 
vi NDOW | 
DISPLAY F F os . 
A VERY EFFECTIVE : 
wacrine | | SEGALLE SONS] | | | 
- printing the _ mene. : 
iption, siz width d & 
We, catalog comnite ste for Shoet, Woners selling price of the shoes on the 923 ARCH ST. ( 
, MR oe < e* “illustrated Cahill = index card for the PHILADELPHIA PA. bly 
See te immediate shipment and season’s on. - < 
Ott Diy Ma PRICE, $4.00 ARE BUSINESS GETTERS f 
Ask FOR SpeciAL Boox B-11 Mailed on Approval 4 
a: SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 2 SEND FOR CATALOG 2, 
< One of the Two Best Lines Made . MN! 
CINCINNATI, O. Milbradt fs 
HARRISBURG, PA. yall § A 
ete) = Ladders ¥ 
PRIMROSE BUCKLE DEVICE a 
= Made for 40 ’ 
Holds Better —Costs Less—Safer Advertising Air Balloons | by the origina! 
Size No. 50—S%” Inflated y ventors. 
eth ee Goentitien 6 gross Made in all style 
and your Ad Assorted Colors to suit any shelving 
W. E. FOLLIS ADVERTISING condition. 
159 No. State St., Chicago, I. Pl @et our price before 
placing your order 
Milbradt 
SAMPLES GLADLY FURNISHED < 
Primrose Novelty Corp. - ~ ao moh pty yy Se 5 Manufacturing Co. 
Room 332, Bible House, Roeecder ons tute an almost inexhaustible source =| 2416 No. 10th Street 
New York City They are wane @ your eB - ST. LOUIS, MO. 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM , ; one One hour a week 
+t «keeps your rec- 
ords complete. 


Every sale and 
purchase re- 


corded. 


Visible daily turn 
over and sales 
report. 


$5.50 


West of Denver $6.00 
Canada and Foreign Countries $6.50 





postage paid; sent 
on receipt of your 


check. - 


Send for your 
copy today; it will 
prove an inval- 
uable aid in keep- 
ing you accurately 
informed from 
day to day. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHOE RECORDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 





In this Issue— 


Our GRAVEST BUSINESS PROBLEM... By Dr. Julius Klein . 
Distribution. 

PARIS STYLES STRESS PROFILE....... A New Design Angle 

THE VOICE OF THE RECORDER....... Opinions of the Editor . 


FASHION’S WORK SHEET ........... By Madame Hamilton Jeffries... 
Related Costumes and Shoes 
(Charted). 

MANY TRIMS WITH ONE QUICK 
CHANGE SCREEN ......cccccceces Simplified Display 

O. P. I. (OTHER PEOPLE’s IpDEAS).... By Harry R. Terhune 


More Money Making Tips. 


WHO’s WHO ON THE ROAD.......... By Helen M. Haney 


News of the Travelers. 


SHOE MERCHANTS NEWS .......... About Retailers 


SHOE MARKET NEWS .............. Among Manufacturers 


OTHER REGULAR FEATURES. 
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GETTING MORE 
SHOES SOLD RIGHT 








WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 


Vice-President 
ARTHUR D. ANDERSON 


Secretary 


Directors of the corporation, 
the above-named officers, are as follows: 


A. C. PEARSON Huexu M. Bowsn 
Owzmn A. THOMAS CHaRLEs H. FuRBER 





THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MAss. 


EVERIT B. TERHUNE, President 
GEORGE W. R. HILL 
President 


P. M. FAHRENDORF 
R. L. Spwarp 








SUBSORIPTION RATES 


The ——e price of the Boor anp SHow Recorper is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas. which is $6.00). 


FOREIGN SUBSCRIPTION—The price to all foreign ames except the above is $6.00 per 


year including posta 


All subscriptions are payable in advance. "stagie copies 25 cents. 













A request ae of address must reach us 
with momen ¢ ts to take Duplicate 
through failure to ‘cond such advance notice. 4th 


the old one, inclosing tf possible your ress 


at least thirty days before o date of aeons 
cannot be sent to 
new address be sure a 

@ recent copy. 





Qntered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y¥., under the act of 


1879. 
Member, Associated Business 





Member of the Audit Bureau of 
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A buying gutde to 


Air Mail Shoe Co., Cincinnati, Ohio....... 4 


Best-Ever Slipper Co., Inc., Brooklyn, N. Y.193 
Bliss & Perry Co., Newburyport, Mass..... 1j 
Blog Shoe Co., New York City........... 104 
Blue Ribbon Shoemakers, St. Louis, Mo.... 22 
Brooks Shoe Mfg. Co., Philadelphia, Pa... .104 





Burdett Shoe Co., Lynn, Mass............. 


Cambridge Rubber Co., Cambridge, Mass... 59 
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Ppa g shoes don’t make the man, 
but they do make an impression, 
and success depends largely upon ex- 
ternal impressions. The: customer 
gets the wrong impression when the 
salesman’s shoes are sloppy. The 
first thing to do is for shoe men to 
shoe themselves. Ten selling ideas 
that have moved a million pairs of 
men’s shoes will be featured in next 
week’s issue. 


EOPLE have grown to know 

that a shoe can fit and be com- 
fortable from the start,” says Frank 
A. Miller, and what he says about 
women is doubly interesting to men, 
for George Geuting says, “Men once 
would rather take a licking than to 
break in a new pair of shoes. So, to 
put men at their ease, we go one step 
further. We fit ’em on the first try- 
on and the subsequent pair is drawn 
down to the foot—as a good marks- 
man draws the bead down to the 
bull’s-eye.” In this issue will be pic- 
tured the survival of the fitters—at 
a time of the year when feet and 
weather swell together. The cus- 
tomer who said his size was ten, but 
eleven felt so good that he wore a 
twelve, has a chance in this issue. 


yD -mapiginie present weather there 
is a great sports season ahead, 
and with the Olympics of world in- 
terest look for a most styleful 
sports season ahead. 




















BOOT AND SHOE RECORDER 


v4>\S : 


—— 


~/ 


¥ 


/. 


7k 


SA —— 


C4 4 


Oe an aloe 


fi 
The 
PAP. OP. 


\S 


WARY 
Naess 


; is 


2 “a 


United oration 





HOSIE RY 


e AeeessOT1eS 


Section 
OF THE BOOT AND SHOE RECORDER, MAY 5, 1928 


THe ReEatty [mMportANt THING~ 


‘WHAT'S INIT?” 


CONSULT THIS TABLE OF 
CONTENTS 


ABOUT WOMEN’S HOSIERY 

The Trend of the Market Page 
SECOND THOUGHTS ON “SECONDS” 

A New Drive for Proper Marking Page 
GIVE ’EM A CABINET 

Instead of Cutting Prices Page 
FROM ONE HOSIERY GIRL TO ANOTHER 

Friendly Advice to a Business Newcomer Page 
IT’S A GIFT 

Taking Advantage of Special “Days” Page 
NEW THINGS IN THE MARKET 

Illustrated Page 
WHAT MEN WANT 

The Trend in Men’s Hose Page 
LOOK ’EM OVER FIRST 

Advice on Inspection Page 
CLOCKED WHILE YOU WAIT 

A Cartoon Page 
THE COLOR TREND 

What's Selling Now Page 
THRE PRICES—FOUR BRANDS 


r Lines—More Business Page 


w 
LS) 


w 
+ 


AA EET ee eS ee er Oe er i se er er ee ee 


RY A BAROMETER 
In New Orleans Page 
NEWS O’ THE MARKET 
About People and Merchandise Page 


: 
: 








THESE STOCKINGS 
BRING PERMANENT 
CUSTOMERS 7 


disc 






















Why should women come into your hosiery 


department in preference to that of one of 


per « 


your competitors down the street? 

What distinctive merchandise have you 
to offer that will attract the class of trade 
you'd like to have? 

Gordon Narrow Heel Stockings will help 
answer these questions. These different hose 
have been accepted everywhere by women 
who are seeking beauty, individuality and 
style. National advertising is selling them 
to the best dressed women in your town. 
With them and our other exclusive Gordon 


numbers you can build a business that will 





be permanent—a business that will grow. 
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Every hosiery department has stockings 
to sell. You can make yours different by 
selling beautiful stockings with individu- 
ality and style. 

Stock these smart Gordon Narrow 


Heel numbers. They are being sought by 


discriminating women everywhere. 
Gordon No. 550—Chiffon 
Gordon No. 600—Semi-service 


Retail price —$2.00 + Mark-up 35.5 


(Sordon 


per cent. 


NARROW HEEL 


BROWN DURRELL CO. 
BOSTON 
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WHITE HOSIERY 
Is Your White Stock Ready? 


WHIZ 


WHIT? 


“Coa > 
Have You the Other Popular 
Light Shades? 

WHITE ATMOSPHFRE PETAL ROSE 
WHITE JADE FLESH NUDE 
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Zon BINE HOSIERY CORPORATION 


107 BROADWAY 
NEW YORK 
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for the 
women’s hosiery. 
Here at the open- 
ing of May we 
find some of the 
darker tones still 
the best sellers in 
most parts of the 
country. Where 
the weather has 
been more favor- 
ables however, 
here is an im- 
metus to the de- 
mand for the 
ight beige tones, 
ainly the neu- 
ral or 
burned casts. It 
s still too early, 
lespite the calen- 
lar, to make an 
onest forecast 
m whites. In 
igher grades it 
seems probable 
hat the white 
ad, oyster 
vhite, or off- 
hite shades will 
be better sellers 
han all white. 
Ven with all 
rhite shoes, ho- 
lery with a bit 


VHITERE tone to it, 


y 5, 1928 
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A bout 
WOMEN’S 


It 6 LAME the weather for 
slow development of demand 
light 





FHlostery 


the 


shades in woman. 





B. ALTMAN & CO. 


TELEPHONE: 


a .4TH STREET 
MURréy Hull 7000 


FIFTH AVENUE 

















VOYAGEUR 
IA Stocking Ghat Goes Traveling 
IF one is daring enough to take the 
winged route, she will doubcless 
adventure in the more strik- 
ingly novel lisle mesh 
hosiery thet is so 


"One of Continental? Women's 
Hliman's Resiery 
A PAR 


© ALTMAN & CO. oe v202 











When B. Altman & Co. decided 
to advertise lisle mesh hose as 
a proper traveling accessory, 
they got the travel idea across 
with aviation atmosphere 
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rather than pure white, seems to be 
the choice of the smartly dressed 


EVERAL of 

the leading 
Paris bootmakers 
are sponsoring 
delicate shades of 
gray in hosiery. 
Grege, platinum 
gray and dove, 
for instance, are 
stressed by Peru- 
gia as the proper 
hosiery shades 
for day wear. For 
evening, the 
Paris stylists still 
lean to the pink- 
ish beige tones. 
The same thing is 
true in this coun- 
try. 


OW about 

net hosiery? 
It was feared 
that the introduc- 
tion of cut and 
sewed net hose to 
retail under $2 a 
pair might affect 
the market for 
real full fash- 
ioned nets at 
higher prices. 
However, the 











The Curtain Rises for Another Number on 
the K-T-C Style Silk Hosiery Program 


This is a new, very sheer, 48 gauge, four thread, pure dip dye, all-silk stock. 


ing, with Green Picot Top and Green looped heel and toe. 
retail appearance of this Silk Stocking makes it an assured success. 


IMMEDIATE. Cast of colors: 


White Jade 
Moonlight 
Vida 


White 
Flesh 
Black 


Pastel 
Honey Beige 


Pawnee 


The dainty 
Delivery 


French Tan Kasha Beige Beige Blonde 
Misty Morn Gun Metal 


Gun Metal Beige 


Previous Numbers Answering Steady Curtain Calls 


No. 911—A Pure Dye all- 
silk chiffon stocking, with 
interlined lisle top and 
sole, featuring the Fleur- 
de-Lys solid silk heel. 
Fully protected by Patent 
Rights. A Quality Stock- 
ing. $19.00 per dozen. 


No. 901—Picot top, all- 
silk, pure dye, narrow 
Jacquard clox. $22.50 
per dozen. 


No. 902—Picot top, all- 
silk, pure dye, wide mesh 
Jacquard clox. $22.50 
per dozen. 


No. 905—Picot top, all- 
silk, pure dye, medium 
width Jacquard clox. 
$22.50 per dozen. 


No. 910—A pure dye, all- 
silk Chiffon Stocking, with 
interlined lisle top and 
sole, featuring the Dia- 
mond Selvage Seam and 
solid boiled-off silk heel. 
5 strands of double extra 
grand silk, of 42 gauge 
construction—full 30” in 
length. $22.75 per 
dozen. 


No. 904—Picot top, all- 
silk, Diamond Mesh for 
Afternoon Bridge and 
Country Club. wear. 
$30.00 per dozen. 


No. 990—Picot top, all 
silk, Paris Jacquard Mesh 
$30.00 per dozen 
Super Quality. 


No. 991—Picot 
silk, Paris Jacquard Mesh 
with clox. 830.00 per 
dozen—Super Qual- 
ity. 


top, al 


No. 912—tThree thread 45 
gauge, Ingrain Silk Stock 
ing, with Fleur-de-Lys 
Heel. $30.00 per doz- 
en. 


KRUEGER-TOBIN CO., Inc., 2 Park Avenue, New York 


(O86. U. 6. Pat. Ore, | 


“Style Originators and Sports Hose Creators” 


‘256. v6 Pat. Orn 
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At least one 
manufacturer is 
producing a full 
fashioned silk 
number, whole- 
saling at $8.50. 
Bemberg hose 
can be profitably 
retailed at $1 a 
pair, and are go- 
ing over in a 
big way. 


HERE is a 

mighty in- 
terest in heels 
again. Several 
new designs in 
fancy heels have 
been put out in 
the last month 
and there are 
hints of more to 
come. Colored 
heels are defi- 
nitely out of the 
picture, other 
than black heels 


Snakeskins for shoes, why not 

snakes as hosiery clocks? Why 

not? thought Miss Nancy Car- 

roll, Paramount featured player, 

and she had a pair so em- 
broidered 


for contrast, 
which are still 
selling in fair 
volume. Sel f- 
colored heels, 
most of them de- 


rs approximate those in the plain 
oven hosiery. On the opposite 
ge we show a striking and spir- 
ed ad by B. Altman & Company, 
kploiting the lisle mesh hose as 
€ proper stocking for traveling. 
eck & Peck are still stressing the 
rase “The Silken Snare” in ad- 
rtising their silk net stockings 
d the ads have taken a semi- 
morous twist. 


AN a full fashioned silk hose be 
produced to retail at $1 a pair? 


osiery and Shoe Store Accessories 


signed to give a 
slenderizing effect to the ankle, have 
a big place in the market at pres- 
ent. There is an ever-growing 
number of new pointed heels being 
produced, most of them being 
manufactured under the Landen- 
berger patent licenses controlled by 
the Gotham organization. Several 
new pointed heels which, it is 
claimed, do not infringe on this 
patent are also being produced. 
The jacquard process is the one 
most frequently resorted to, in 
producing these pointed heel effects. 





124 
"EVERWEAR— EVERYWHERE’ 














your hosiery problems 
into Everwear’s hand¢ 


What are you paying for your hosiery department ? 
Are profits cut by a few hit or miss brands and numbers 
that have a peculiar attraction for your shelves? Are 
you missing chances to build customer good will by not 
having on hand hose that match their shoes? 

End these and a hundred similar problems. Put your 
hosiery department in Everwear’s hands. Use every 
facility of the entire Everwear organization and the com- 
p’ete line for men and children, as well as women. Cash 
in on our quarter of a century of successful hosiery 
experience. 

Write or wire and we'll gladly assist you in testing the 
cash value of the Everwear brand. 


THE EVERWEAR HOSIERY COMPANY 


Pioneer Makers of Quality Hosiery for Women, Men and Children 
Milwaukee Wisconsin 
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econ ‘Thoughts 


ESPITE the efforts made 
about two years ago to 
stamp out the practice of 
ling hosiery seconds at retail as 
rsts, the practice persists. In 
act, it has become more acute, and 
e last week in April saw a new 
rive against the practice inaugu- 
ated in New York. On one day 
ere was a conference between the 
etter Business Bureau and re- 
hilers and on the next a session 
ptween the bureau and_ hosiery 
anufacturers. The Better Busi- 
ess Bureau, it developed, is ready 
take strenuous action against the 
actice and, if necessary, call upon 
te Federal Trade Commission for 
tion. 
The main point involved is the 
arking of seconds, as such. Two 
bars ago fifty-seven mills agreed 
mark their seconds plainly so 
at the consumer would know they 
ere seconds. A questionnaire re- 
ntly sent out developed the in- 
rmation that several mills had 
ased marking their seconds as 
ch because of the fact that other 
ills had done so and also because 
eir customers the retailers, had 
isted that seconds not be marked 


representatives of retail 
bres, including B. Altman & Co., 
anklin Simon & Co., John Wana- 
ker, Saks-34th Street, Stern 
others, Arnold, Constable & Co., 


Co, James McCreery & Co., 
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James A. Hearn & Son, Bonwit, 
Teller & Co., Best & Co., Blooming- 
dale Brothers, J. J. Slater, I. Miller 
& Sons, Walk-Over Shoe Stores, 
The Namm Store, Abraham & 
Straus, and H. Batterman & Co., 
passed a resolution opposing the 
sale of irregular silk stockings not 
marked as such. This resolution 
was read at the manufacturers’ 
meeting on the following day. 

The question of the proper mark- 
ing of the new Bemberg hosiery 
also was discussed and the Better 
Business Bureau of New York has 
taken the stand that inasmuch as 
Bemberg is a fine quality of rayon, 
that the word “rayon” should be 
used, possibly in conjunction with 
“Bemberg.” 

In reply to the bureau’s ques- 
tionnaire, the following hosiery 
manufacturers reported as stamp- 
ing their imperfect, irregular or 
second quality hosiery as such: 

H. C. Aberle Co., Allen-A Co., 
Artcraft Silk Hosiery Mills, BZB 
Knitting Co., Brentmore Knitting 
Mills, Brown Durrell Co., Wm. 
Brown Co., Burson Knitting Co., 
Burlington Hosiery Mills, J. W. 
Busiel & Co., Climax Hosiery Mills, 
Dalton Hosiery Mills, Elliott Ho- 
siery Co., Fidelity Knitting Mills, 
Fox Chase Knitting Mills, Gotham 
Silk Hosiery Co., Hancock Knitting 
Mills, Hayward Hosiery Co., Hub 
Hosiery Mills, Holeproof Hosiery 
Co., Julius Kayser & Co., Largman, 
Gray Co., M. B. Laubach, Mavis 


[TURN TO PAGE 139, PLEASE | 





THE PERS 


No.60—AlI Silk Chiffon, 


45 gauge, with this exclu- 
sive “Silhouette” Heel; 
a triumph in grace of 
design and modern- 
istic inspiration. 


$15.00 a dozen. 


Full Fashioned 
Hosiery Only 


ROMILLA 


No. 80—The “Silhou. 


ette’ Heel feature u N 


medium weight silk 


mercerized welt and 


foot; 45 gauge; sma ‘abi 


and serviceable 


$13.00 a dozen’ 


"Features At 
Popular Pri p 


a ALL LER HOstERY COMPANY. 


COMPLETE STOCK ALSO CARRIED AT 


_ SAN FRANCISCO — 51 FREMONT ST. 





Sony 


+ oe o—=No. Amer. Bldg. State & Monroe Sts. 
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Give 


ys HEN in 
doubt, try 
something 
different. Appar- 
ently this was 
the theory which 
actuated Val Richter, manager of 
the Stetson Shoe Shop on F 
Street, Washington, D. C., to put 
so much thought and energy, plus 
some advertising expense, into the 
business of selling hosiery in 
cabinets. 

Let Val tell his own story. 

“As in all big cities,” he said, 
“Washington is flooded with cut 
price hosiery. The price appeal 
thing has been done to death, but 
the corpse isn’t buried yet. They 
keep shooting price and price, until 
both the merchants and consumers 
are all at sea on the hosiery propo- 
sition. 

“When I took over the manage- 
ment of this store I had a big job 
n my hands, trying to rehabilitate 
it. For one reason and another the 
tore had lost some of its favor 
vith the public. My first job was 
0 get the shoe situation straight- 
ened out, and then I went after the 
osiery department. It had just 
been drifting along and was neither 
better nor worse than most hosiery 
\\emiepartments in shoe stores. I 
wmKnew we needed more hosiery busi- 
hess—in fact we needed a lot of it. 
ow to get it was the task. 

‘I spent many hours trying to 
#pevise some way of building up our 
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Em a CABINET 


How One Merchant 
Got Around the Fear- 
ful Cut Price Com- 
petition in His Town 
and Built Volume 


hosiery business. 
Entering into the 
senseless price 
competition was 
an idea that J 
discarded at the 
outset. You can’t make money and 
you can’t build up lasting volume 
that way. If you are willing to 
sacrifice your profits you can get 
people to buy your hose at any 
time, but they immediately jump 
to the next fellow when he digs a 
little deeper than you do. 

“Finally, I hit upon this idea of 
selling hosiery, in sets, in cabinets. 
We haven’t been at it long, but it 
certainly is bringing the results. 
It goes a step further than the old 
idea of putting a special price on 
two, three or six pairs in an or- 
dinary hosiery box. These cab- 
inets, which hold either three or 
six pairs, depending on how you 
pack them, cost me about 60 cents 
apiece, but they look much more 
expensive and they do make a most 
useful ornament for a woman to 
keep on her dressing table. It is 
the appeal of the cabinet, rather 
than the saving, that comes from 
buying the hosiery in three pair 
lots that puts the proposition over 
with the women. In fact, instead 
of cutting the price for a three pair 
lot, we maintain the price and give 
the customer a cabinet, instead. 
Thus, instead of cutting our price 
20 cents a pair on a $1.95 stocking, 
and selling the three pairs for $5.25 
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Wholesale 


per doz. 


$14.25 


sales and resales with its quality air, 


—the stocking that gives the illu- 
sion of sheerness with the sure- $1.85 


ness of wear. 


New 
Onyx Pointex Number 


—— 7 OO — 
Service Sheer—Silk to the Top ]}%: 
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More and more the smart woman is ger | 
i i : illustr 
turning to the service-sheer stocking } a 


Retail 


Just such a stocking is J 
the new Onyx Pointex {| 


style—number 700—a serv- 


ice-sheer, silk to the top, with f° $1.7 

’ ‘ ‘ price o 
a fine fitting cotton foot. The ff .., ,, 
sort of stocking that encourages ffinets . 


account 
half ou 


clear, even texture, ever flattering just sta 


Pointex heel. In all the new season “In a 
nam . . x dy appeal t 
colors including Honey Beige, Sandy B cabinets 
Beige, Tansan, Misty Morn, Pawnee and §fadvertis 
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Gotham Silk Hosiery Company, Ine. fyi, 
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Here is one of the 
ads that Mr. 
Richter uses to 
exploit the three 
pair hosiery cab- 
inet, with a good 
illustration of the 
cabinet itself. The 





three (3) pai 


for milady’s boudoir. 


or $1.75 apiece, we charge the full 
price of $5.85 for the three pairs 
and add the cabinet. These cab- 
incts of three pairs, we find, 
account for considerably more than 
half our business now, and we have 
just started putting them out. 

“In addition to the regular sales 
appeal that we make through these 
cabinets in window display and 
advertising, there is another angle 
to the proposition. One woman, 
visiting another will see one of 
these cabinets in her  friend’s 
boudoir. She asks where she 
bought it and the friend tells her 
that it wasn’t bought, it was given 
to her with three pairs of hose. 
I know that this takes place for I 
have had a number of women tell 
me that this is the way they found 


UNDERK RALEIGH HABERDASHER MANAGEMENT 


STETSON SHOE SHOP 
1305 F Street 


3 PAIRS ALL-SILK 
STOCKINGS IN A 
BEAUTIFUL CABINET 











The beautifyl cabinet illustrated, containing 
irs of our regular $1.95 sheer silk 
chiffon or service weight silk stockings, $5.85. The 
cabinet, in blue, white or nile, is a useful ornament 


New Colors: Kasha—Sable—Parchment—Crevette 
Melba—Nutone—Prench Satin—Rae Blonde 
Dust—Sawdust—Silver—Flesh. 
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cabinet is made 
of heavy paper 
board, covered 
with glazed col- 
ored paper in 
lacquer effect and 
is quite expensive 
looking 









out about the cabinet. It leads to 
more hosiery sales and gets more 
women into the store and gives us 
a chance to sell them shoes as well.”’ 

The cabinet idea has appealed so 
strongly to Mr. Richter that he is 
now putting out a larger cabinet, 
which will hold three or six pairs 
of shoes and a dozen pairs of ho- 
siery. This cabinet costs him 
about $3, but he gives it away with 
the purchase of shoes and hosiery 
when the bill runs $75 to as much 
as $100 or more. Who wouldn’t 
pay $3 to make a $100 sale! 

The first sale of one of these cabi- 
nets ran to $117.90, covering six 
pairs of shoes and 12 pairs of hose, 
to a brand new customer who paid 
cash. 





















I rom 
One 


“PAULINE” 


DEAR PAULINE: 
ET me tell 
you of my 

good for- 
tune. You 

know, ever since 
I’ve been selling 
(which isn’t very 
long) I’ve wanted a 
hosiery department 
of my own to man- 
age as I pleased. 
Well, old dear, I 
now have it, and it 
is up to you to help 
me out, for I don’t know a blamed 
thing about the business but am 
jumping into it just the same. 

Yes, sir, the department is in the 
very best shoe store in this town. 
Wanted to call you up over long dis- 
tance or send you a wire, I’m so 
thrilled, but have to watch my cash, 
you know. 

Please write me a big, long letter, 
Pauline. I know you are terribly 
busy, but maybe I can help you 
sometime. Tell me_ everything, 
from buying new merchandise to 
selling it. 

Have you been to any dances or 
parties lately? I know you have. 
Well, old dear, please help me out, 
for you are the nearest and best 
friend I have. 


Neither 
Spicer, w 
the hosiery 
at the 


You wouldn’t give a 
friend poor 
did Pauline 


Hirsch 
nery Co., Birmingham, 
Ala., when her friend, 
Jane, appealed to her 
—The Editor. 


Hosiery Girl 


lo 


Another 


With lots of love, 
advice. om 
Birmingham, 
Alabama, 
May 5, 1928. 
DEAR JANE: 
ALK about 3 
thrill, well 
your letter gave 
me a real one. | 
know that you 
have always 
wanted a_ hosier 
department 
all your own ina 
big shoe store, and now you hav 
it! Oh, I know you are simp) 
tickled pink, and I don’t blame you 
for I really enjoy my department 
more every day. I sure am happ! 
for you, old dear, but don’t forget 
Jane, you are just starting up th 
ladder of success and it means har? 
work, so good luck to you. 

It sure is surprising what on 
can do when they get started, an 
it is real nice of you to ask met 
help you, so I sure will do my bes 
and, together with your ability, | 
know you will make good. 

Hosiery is a most interesting 
business, Jane, and I’ll tell you jus 
how I would go about it, then you 
can write me about your exper! 
ences, and in this way I am sure We 
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love, 
‘ANE. 


jam, 
labama, 
1928, 
bout a 
well 
gave 
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ment 
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me you 
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eresting 
you just 


hen yeu 
expel! 
sure We 


can help each other to be more suc- 
cessful. 

The very first thing I would do 
would be to write out a chart to go 
by, something like this: buying, ar- 
ranging stock, displaying, and sell- 
ing. Then write out the weights of 
hosiery, such as chiffon, semi-ser- 
vice, and heavy weights, also the 
prices you wish to carry in stock; 
say your stock will range in price 
from $1.95 to $4.50, or semething 
like that. See? Then write imme- 
diately for samples from the better 
known manufacturers. 

Now, listen. While you are wait- 
ing for samples to come, go to the 
different stores in the city and see 
what kind of cases they have in 
their departments, what kind of 
displays they have, and what ma- 
terials they are made from. The 
nicest cases are those that have 
glass fronts in them. They are the 
kind we have here. The hose can 
be kept nicer and cleaner in a case 
of this type. Any kind of a dis- 
play case will do that is of the 
better sort, with a nice, bright 
finish to the wood. 

Now your samples have arrived 
by this time, so select two or three 
square heel lines and one good 
pointed heel line. Order only a 
few numbers from each, as nothing 
is gained by handling a dozen dif- 
ferent lines in a department such 
as you will have. 

Also buy a few novelties and a 
small but complete stock of sport 
hose to retail at from $1.95 to 
$2.50, or around 
that, and, Jane, 

I find that the 
$1.95 and $2.50 
grades are the 
best sellers. Be 
sure to get an 
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edge top to retail at $1.95 in the 
chiffon weight. Don’t buy too 
heavily in any one number, as new 
shades are coming out all the time 
and it is easy to order every week 
if necessary. This will also help 
to keep your stock down. In eve- 
ning shades, buy Flesh, Pink, At- 
mosphere, Tea Rose and Water 
Lily. You will sell these shades 
this summer for street wear with 
white shoes and dresses. Of 
course, white hose are always good 
in the summer to some extent. 
The best tans are Grain, Beige and 
Honey-Beige. We are selling a lot 
of Evenglow, Manon, Vanity and 
dark gray. Gunmetal is good, espe- 
cially the very sheer numbers with 
black heels. 

I am sure that your store takes 
the BooT AND SHOE RECORDER, as 
all good shoe stores do. Once a 
month the RECORDER publishes a 
small magazine called Hosiery. If 
your boss doesn’t give this to you, 
ask him for it and read it thor- 
oughly. You will get a good many 
selling points from this little book. 
In the ads you will often find new 
lines, shades, etc., before the trav- 
eling men have had a chance to 
show them to you. 

Yes, I have been to one or two 
dances, but will tell you about them 
next time, as your big problem is 
all that is on my mind tonight, to- 
gether with my own work. 

Isn’t it funny, Jane, how we 
went to school together, worked 
for a while together, and now we 

are both crazy 
about hosiery? 

With lots of 
love and_ best 
wishes, 


Your old pal, 
PAULINE. 
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Its a GIFT 


In Denver, 


This 


Wide Awake Hos- 


tery Woman Sug- 


HE hosiery 
department of 
the Neusteter 


Co., Denver, is lo- 
cated ideally. It is 
on the main floor, 
directly in front of 
the main entrance 
on Sixteenth Street, 
and a side entrance 
opening off California. Patrons 
entering the store by either en- 
trance are attracted to the window 
displays of hosiery which are con- 
tinually featured in conjunction 
with shoes, sports costumes, street 
ensembles or evening wear. This 
store stresses at all times the “cor- 
rect hose to wear” with everything 
from negligee to traveling gowns. 
Neusteter Co. is the largest depart- 
ment store in Denver, which caters 
exclusively to feminine patronage. 
It has more than doubled its floor 
space through additional building 
in the last three years. The ho- 
siery department has _ increased 
until it consumes almost one half 
the entire lower or main floor. Its 
gradual growth has been largely 
due to the reasons cited above: 
namely ideal location, and constant 
stressing of the correct hose to 
wear. 

But an increase of 15 per cent 
in volume of business in 1927 
over that of 1926 was due to other 
contributory factors. Any live, 
healthy hosiery department should 


Special 


It 


gests Hosiery for 


casions and Finds 


show a steady 
growth year by year 
or else something is 
wrong. When it 
peps up 15 per cent 
in one year there 
are definite reasons 
behind that also. 

Miss Mabel Shat- 
tuck, who has been 
with the Neusieter Co., as buyer of 
the department for the past four 
years, gave the following as her 
reasons for the increase in sales 
volume the last year: The novel- 
ty heel holding first place; second, 
the growing demand for chiffon 
hosiery; third, the publicity which 
the department received through 
the attractive and strikingly orig- 
inal window displays similar to the 
one reproduced, which have con- 
tinually hammered home, through 
suggestive selling, the one idea; 
hosiery, the ideal gift. 

As a result of the Valentine win- 
dow, which L. M. Pegram, display 
manager, designed and executed in 
his shop at the Neusteter Co., the 
hosiery department with its corps 
of nine efficient sales girls, sold 
more valentines for the _ sweet- 
hearts, mothers and wives, of the 
male population of Denver, than 
they had ever dreamed of selling 
Many society women who constant- 
ly scour the department stores for 
something new for bridge prizes, 
bought the hose-filled, heart-shaped 


Gift Oc- 


ya VS. 
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there 
easons 
Iso. 
Shat- HE picture shows Miss Mabel Shattuck, buyer 
3 been of hosiery, demonstrating the special features of 
ver of the Neusteter Vamp Toe hose to a customer. The 
Aap Cit department shows the clever gift boxes which Miss 
t Tour Shattuck features at every opportunity—Easter, 
as her Mother’s Day, etc. Her sales force is instructed to 
gales always suggest hose as the ideal gift whenever pos- 
-el- sible. The electrically lighted small show cases set 
nove . » ° 
wan in between the stock shelves are always attractively 
second, dressed with a pair of dainty satin or kid pumps 
chiffon with hose to match. Several pairs of slippers show- 
which ing the latest quirks in fashion are always on dis- 
‘ough play upon the ledge with matching hose crumpled 
rough  # 
lie within them. 
orig: Accessories such as garters, gloves, bags, shoulder 
to the flowers, corsage bouquets, etc., are made use of to 
e con- accentuate the note which Miss Shattuck wishes to 
1rough emphasize at any time in trimming her department. 
idea; Moxes with a sigh of relief. Moth- were not what the customer want- 
s bought them to send to daugh- ed, the desired color and size was 
e Wilt Hrs away at school. And since substituted. Since the newest 
lisplay ery red satin heart, was filled spring shades, and those especially 
ited in Mith a chiffon fluff of, from two to good for Eastertide, were featured 
o., the Mx pairs of hose, the total of each many boxes were sold as they were. 
= BYS Sales were far above the Size 9 and 914 were the sizes used 
sold HPdinary, in boxes already made up, since 
sweet- The hosiery department had been those are most commonly called 
of the corated especially for the occa- for. 
than Mon, with replicas of the red satin “Invariably a —_ window 
selling display is good for sales stimula- 
istant- Show cases and deck of tion in the hosiery department,” 
es for Bock cabinet, overflowed with the Miss Shattuck stated. “We have 
— tlentines ready to deliver. In had many different tie-ups with 
shaped fBse the colors or size of the hose special gift days and holidays, and 
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Embroidery decora- 
tions may be placed 
almost anywhere on 
the stocking. The 
front ankle was 
chosen for this 
Italian design, ma- 
chine embroidered 
by Society Maid Ho- 
siery Company 


Bird’s eye 
diamond | 
are good 1 
sport hose, 
in wool or 
Imports 
Krueger-Tob 
pany 


A new pointed heel 
made with a jac- 
quard machine and 
named the “Pica” 
by the Quaker Ho- 
siery Company 


These short 

tennis socks 

come in solid 

color tops, such 

as shown at the 

left or in Jacquard 

design, right. Feet 

are either white or 

camel hair color—either 

wool or mercerized. From 
Sulloway Company 
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Marjorie Marriot, 
well known dress de- 
signer, returns from 
Paris wearing Beld- 
ing’s Shadowclox 
Hosiery 


eye a 
nd ] 
ood ii 
hose, 
vol or 
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er-Tob 
pany 


New self colored 
heel design. “The 
Planet,” which calls 
upon the stars for 
inspiration, intro- 
duced by Rosenhain 
Company, Inc. 
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STEEPLE HEELS 


A Most Successful Selling Feature Offered Exclusively }j 
y) 


GOLD MAID 


with 

ness ¢ 
but he 
ing m@ 
| more 

to the 
fashion 
ago, W. 
Stunning CHIFFON Ho. siery ¢ 
SIERY in a delightiul de. the gr 
ness a 
attentic 


The Most Popular Slender 
izing Heel in America 


sign, lending slender shape 
liness to the most difficult 
ankle. 45 gauge pure thread jg such as 
better 
veloped 
a «gaudy « 
7 aide Gat Gen H ni coverin; 
street | 
To Retail at $1.95 active § 
No. B 50—$15.00 per Doz. § Hot” 1 
; = ; makes 
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silk from toe tip to top wit! 
silk plaited sole. 


Z designs 
America 


Trade Mark Reg. Pat. Perd 
are kee 


GOLD MAID HOSIERY 0 whe 


0 
SOLE DISTRIBUTORS ported 
Chicago, Illj manufac 


hose, ¢] 
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319 W. Jackson Blvd. 
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IF hat MEN FV ant 


AN is 
M not en- 
dowed 


with the fickle- 
ness of Woman, 
but he is becom- 
ing more and 
more susceptible 
to the whims of 
fashion. Time was, not so long 
ago, when almost anything in ho- 
siery could be sold to men. With 
the growth of clothes conscious- 
ness among men, however, more 
attention must be paid to details 
such as pattern and color. Among 
better dressed men there has de- 
veloped a distinct aversion to 
gaudy colorings and patterns in leg 
coverings, whether to be worn with 
street clothes or on the fields of 
active sports. “Red 
Hot” no longer 
makes it appeal to 
the male. He wants 
his hosiery fare 
tepid, but a little 
spice makes _ the 
dish palatable. 

This is why we 
are seeing such a 
run on fancy 
clocked hosiery— 
and the peak is not 
yet. French and 
German ingenuity, 
in the way of de- 
veloping new clock 
designs has run riot. 
American producers 
are keeping apace, 
80 whether in im- 
ported or domestic 
manufactured men’s 
hose, clocks of a 


orings, 


with 


Half Hose and Sport 
Stockings, Neat 
Effects and Soft Col- 
Plenty 


of Solids and Clocks 


fanciful nature, 
applied on plain 
or shot back- 
grounds are in a 
good selling posi- 
tion. 

Plain colored 
golf hose, with 
either plain or 


fancy jacquard tops are in the run- 


ning and well up front. 


The vogue 


for solid color sweaters and golf 
hose to match has reached a high 
point and will grow stronger dur- 


ing the summer months. 


Small, 


neat figured designs in diamond or 
bird’s-eye effects also are good in 


golf hose. 


selling fairly well. 


Chevron 


stripes are 
About the only 


large patterns that are still volume 
sellers are the Argyle plaids in 


plaid in 
new color- 
ings. Import- 


ed by Alex Lee 


which new colorings 
have been recently 
introduced. 

Colors in both 
half hose and sports 
hose run strongly to 
the blues, grays, 
tans and greens, the 
latter a new high 
style note for this 
year. 

As the season pro- 
gresses it is becom- 
ing evident that 
lisles are jumping 
into first place in 
the public favor for 
general wear. Silks, 
plain and clocked, 
are reserved for 
more formal occa- 
sions, although low 
priced silk goods are 
still selling freely. 





Why Carry All the Colors 
In the Rainbow? 


Many a merchant 
runs his hosiery busi- 
ness at a loss because 
he tries to stock all 
the colors in the rain- 
bow. A quarter dozen 
of this color and a 
quarter dozen of that 
soon runs up inven- 
tory to a point where 
turnover becomes 
next to impossible. 
And without turn- 
over you can’t make 
money. 


If you operate your 
store under the Dur- 
ham Retail Sales 
Agency Plan you do 
not have to stock any 
more colors than 
your trade can take 
care of. The Durham 
line includes only 
those colors which 
experience has shown 
will sell. No colors 
are ever added mere- 
ly because they are 
passingly popular. 


Should you select any 





colors which do not 
move, we permit you 


AY 


to exchange them 
through our District 
Sales Agents. This 
color exchange privi- 
lege is one of the ad- 
vantages of the Dur- 
ham Retail Sales 
Agency Plan. 


Other advantages in- 
clude a line of qual- 
ity merchandise that 
is a proved builder 
of repeat business; a 
complete range of 





down your inventor 
and a generous su 
ply of free advertis 
ing helps that reall 
help move you 
goods. 


The nearest Durhay 
District Sales Agen 
will be glad to e 
plain the Durhag 
Plan in detail an 
show you how it cay 
increase your hosie 
profits. Or addres 
Durham Hosier 
Mills, 328 Broadway 
New York. 


DURHAM HOSIEj 


Made durable in the 
world’s largest 
hosiery mills 





fast - selling styles 
that takes care of 
at least 75% of 
your hosiery busi- 
ness; an Automat- 
ic Stock Control 
System and Over- 
night Service on 


fill-ins which en- 





able you to keep 


FOR MEN 


In addition to our standar 
men’s numbers we now offer 
a complete line of fancy half 
hose in a variety of attractive 
patterns. New patterns every 
month. 

We also offer a splendid nev 
value to retail for fifty cents 
— a pure silk Banner split 
sole sock. As durable as it 
is stylish. 

It will pay you to stock thes 

numbers. 








Durham Hosiery is sold and serviced by these 


 -- BLOCH DRY goons co., 
Mobile, Alabama 
L. "DINKELSPIEL Co., Ine. 
San Francisco, Cal. 
DURHAM NOTION COMPANY 
Durham, N. C. 
DANA-BARNES CO. 
Charleston, West Va. 
1. EPSTEIN & BRO. CO. 
Savannah, Ga. 
FARLEY HARVEY CO. 
Boston, 
FERTIG HOSIERY CO. 
Perth Amboy, N. J. 


HAYMON KRUPP & CO. 
El Paso, Texas 

SOL. HELLER & SONS 
Wilkes-Barre, Pa. 





HERRIN SUPPLY CO. 
Herrin, Ill. 


HEYMAN DISTRIBUTING CO. 
Chicago, III. 
HIBSHMAN BROTHERS Co. 
Cleveland, Ohie 
HOGAN-ALLNOCH DRY GOODS 
co. Houston, Texas 
JOHNSTOWN DRY GOODS CO 
Johnstown. Pa. 
LAUERMAN BROS. CO. 
Marinette, Wis. 
A. V. LOVE DRY GOODS CoO. 
Seattle, Wash. 
WM. R. MOORE DRY GOODS Co. 
Momphis, Tenn. 
NORTHWEST HOSIERY CO. 
Spokane, Wash. 





District Sales Agent: 


NORTON BROS. & MORRIS 
Los Angeles, 
OBST-McLAUGHLIN CO. 


McKeesport, ? 
SCHWARTZ BROS. & CO., INC 
ew Orleans, 
SMITH-TAYLOR CO.. INC. 
Richmond, 
THE LOUIS STIX CO. 
Cincinnati, 0 
STOVALL-DANIEL CO. 
Augusta, 6 
GEO. F. TURNER CO. 
Amsterdam, NW. ' 
URKEN & GIL INOKY 


renton, N 
weaeee & MOTTER MERCA 
a8 S$ COOPERATIVE MER 

NST. Salt Lake City, J 
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JORRIS 


00k Em Quer First 


for adjustment have been al- 

most eliminated in our ho- 
siery department,” said M. M. Tur- 
pin, manager of the hosiery section 
at Goldstein Bros. department 
store, Indianapolis, Ind. 

“This is due to a policy which we 
inaugurated some time ago, of hav- 
ing every pair of stockings care- 
fully examined before it leaves the 
department. Of course, we still 
have with us the demand for ad- 
justment which is based on damage 
due to abuse of the hosiery after 
it is in the customer’s hands. As 
every department head knows only 
too well, it is impossible to elimi- 
nate such complaints. In _ such 
cases we take the attitude that ‘the 
customer is always right,’ even 
though we know that the customer 
is entirely wrong. If it is impos- 
sible to repair the damaged hose, 
we replace them with a new pair— 
and we do it cheerfully. 

“Even though the adjustment is 
costly, we find that the policy pays 
—in the direction of building up 
good-will. This is particularly true 
in the case of our own store brand 
(Gold Bond), for which we have 
built up a fine following. 

“Aside from these really unjus- 
tified demands for adjustment, 
however, our rigid inspection policy 
has worked wonders in the direc- 
tion of solving our ‘returns’ prob- 
lem. All our hosiery, before leav- 
ing the stock room, is carefully in- 
spected for defects in order to offer 
to the buying public a perfect piece 
of merchandise. This is carefully 
done by myself and my assistant, 


“(ier adiustme and. demands 
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and has decreased our complaints 
not less than 90 per cent. 

“When a shipment of silk hosiery 
arrives, regardless of what brand, 
the first thing that is done when 
the goods are unpacked is to check 
them, assort the colors, and then 
inspect each and every pair. 

“Dark colored hosiery is usually 
where we find our greatest trouble, 
and this is caused in dyeing proc- 
ess. If the hosiery is not dyed 
properly, it will be full of streaks, 
and sometimes we discover holes, 
but streaks in dark hosiery are the 
principal complaints. The little 
holes that are almost impossible to 
see, but which cause the runs, are 
mostly caused by needle slips, in 
which case the thread doesn’t catch 
and the result is a runner. 

“The reason we inspect the ho- 
siery in the stock room is to avoid 
confusion in the department. 


Second Thoughts 


on ‘‘Seconds”’ 
[CONTINUED FROM PAGE 125] 


Hosiery Co., Novelty Hosiery Co., 
Pawtucket Hosiery Co., Pitman 
Manufacturing Co., Propper Silk 
Hosiery Mills, Real Silk Hosiery 
Mills, Rockford Mitten & Hosiery 
Co., Rollins Hosiery Mills, Rosedale 
Knitting Co., Schletter & Zander, 
Rufus W. Scott Co., Society Maid 
Hosiery Co., G. H. Tilton & Son Co., 
Van Raalte Co., Wayne Knitting 
Mills, Windsor Mills, Inc., and 
Wovenright Knitting Co. 

















(QUAKER HOSE 


WITH THE 


gay HEEL 


ull fashione 


The Pica Heel made in the following well known 
numbers : 


757—Service Sheer 703—All Silk Chiffon 725—Picot Top—all 
4 inch lisle top solid silk sole silk chiffon 


666/S—Lace clox 303—3 Thread all silk 
all silk chiffon chiffon—Finest pure dye 
stocking made—Picot Top 


QUAKER HOSIERY COMPANY 
Mills: Philadelphia Salesrooms: 358 Fifth Ave., New York City - 


WE WILL PROTECT OUR CUSTOMER'S RIGHT TO SELL OUR GOODS 
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CLOCKED While You Wait 
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2 : 
a Net Work of Charm ~— — @& 
A New Silk Stocking in the Modern Manner. 


By Choice—by Preference—merchants have 
been overwhelmed by the demand for 


PHANTASY MESH STOCKINGS 


Phantasy is knitted from the purest of perfect silk on 
a fine gauge full-fashioned jacquard machine into a 
delicate webby mesh giving the appearance of the thin- 
nest chiffon. Its amazing strength and serviceable 
qualities combine to make it the most sensational and 
most profitable hosiery creation of the year. 


$ 30.00 per dozen 


For Immediate delivery in all desirable colors. 
Samples sent on request. Packed one pair in a box 


TMOCK CIUDSON Inc) 


AIC iP iT AVE 
Ps inne 
POREEN SBORONC. Mim PHILADELPHIA VA Bi LONGILAND Cli 
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The COLOR Trend 


EREWITH are listed the 
latest best selling colors re- 

ported by various organizations: 
Gotham Silk Hosiery Co. 
Sheer Service 

. Seasan . Tansan 

. Dust . Pawnee 

. Pecan . Seasan 

. Tansan . Black 

. Pawnee . Grain 


Cooper, Wells & Co. 
Sheer Service 
. White Jade 1. White Jade 
. Honey Beige 2. Honey Beige 
. Pearl Blush 3. Skin 
Kramer Hosiery Co. 
Sheer Service 
. Evenglow 1. Misty Morn 
. Misty Morn 2. Rose Nude 
. Honey Beige 3. Light Gun 
Metal 
Allen-A Co. 
Service 
Shell 
White Jade 
Kasha Beige 


Sheer 
. Shell i. 
. White Jade 2. 
3. Mauve Taupe 3. 


Dexdale Hosiery Mills 


Sheer 
. Samoa 
. Nothing 
3. Harmony 
. Rose Metal 
5. Rose Taupe 


Service 
. Samoa 
. Charme 
. Harmony 
. Honey Beige 
. Rose Metal 


Artcraft Silk Hosiery Mills 


Sheer 
Biarritz 
2. Will-o’-the 
Wisp 
3. Gunmetal 
. Nocturne 

5. Dust 


Service 
. Biarritz 
. Will-o’-the 
Wisp 
3. Gunmetal 
. Beige Blond 
. Callow 


Larkwood Silk Hosiery Mills 


Sheer Service 
. Vogue Taupe 1. Cinnabar 
. Cinnabar 2. Pawnee 
3. Manon 3. Grege 

. Blondine 4. Manon 

. Tawny 5. Tawny 


———G990 
It’s A Gitt 


[CONTINUED FROM PAGE 133] 


he effect is immediate. People 
@ more and more getting away 
trom the idea of giving useless, 
lust-catching knick-knacks as 
sifts. The vogue for giving beau- 
iful, useful silken underwear or 
hosiery is constantly growing. And 
t is through such artistic window 
lisplays that the message is being 
but across to the public. Women 
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are born window-shoppers. They 
can’t get by an attractive window 
filled with shimmering silken 
things, any more than a man can 
pass a good window showing fish- 
ing tackle or hunting parapher- 
nalia. There is just one difference in 
the comparison. The man can stop 
and look, and go on; the woman 
stops and looks and, goes in.” 








IRON CLAD No. 810 is 
300 needle Pure Silk circu 
knit CHIFFO style. Silk 
the Top, with fashioned marks, 
4 ply mercerized Heel and Tove 
and Double sole. This style has 
the New Patented Improved | f 
and Toe which assures a 
Fitting Foot, Smooth 17 
Non-Wrinkle Ankle. or 
MEDIATE DELIVERY in 
Black, Moonlight, Mauve Taupe, 
White, Skin, Flesh Pink, Blonde, 
Pearl Blush, Grain, Pastel Parch- 
ment, Evenglow, Light Gun Metal, 
San Rose Blush, White Jade, 
Atmosphere, Honey Beige, Tawny, 
Champagne, French Nude, Mirage, 
Parchment, Gun Metal, Kasha Beige, 
Aloma, Peachbloom, Silver Grey. 
Packed 3 pairs of one size and 
color in a box 
88.00 dozen Sizes 8 to 10% 
Order a dozen pairs today 


COOPER, WELLS and COMPANY 


250 Broad St., St. 

Manufacturers of 

and Seamless Hosiery 

Michigan, and De 
Manufacturers of Quality 
Hosiery for 50 Years 








<a wip 
Sire ea cog 
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hree Prices: 


HE voice of experience, in 
T ive person of A. B. Hart, 

who looks after the hosiery 
department of the O. E. Poe store, 
ittle Rock, Ark., speaks: “Dur- 
ng the year 1926 we operated our 
hosiery department by trying to 
ompete with nearby department 
stores. We had various prices 
nd numerous sales during this 
hectic year. At least it was a 
ectic year to me in endeavoring 
0 keep track of this department. 


“The past year, 1927, was de- 
idedly different. A study of 
several RECORDER articles proved 
onclusively that we were on the 
wong track, for customers of a 
high grade shoe store do not re- 
spond very readily to the sales 
ppeal. The new policy was: 
nly three prices, a service weight 
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“Four Brands 


at $1.65, a chiffon at $1.95 and 
one at $2.50 were enough. All 
purchases were confined to four 
good houses. No sales were held 
at all. 

“After the holiday selling of 
1927, the stock was clean as a 
whistle, no accumulation of tag 
ends whatever. Our hosiery sales 
totaled considerably more in 1927 
than in 1926 with the net profit 
running way ahead. This is not 
all, our customers were better sat- 
isfied and this hosiery department 
was conducted in a manner which 
reflected credit and dignity to the 
establishment. 

“It did not require a great deal 
of study on Mr. Poe’s part to out- 
line our 1928 policy. I can see no 
reason why this department in 
1928 with the more aggressive 
sales policy we will adopt, will 
not do at least four times what we 
did last year.” 


CWS 


Hi ostery a Barometer 


the 
then it is time to start an imme- 
diate investigation as to the rea- 


HERE’S a shoe man down in 
New Orleans that tests his 
Shoe business by the way 
§ hosiery department acts and 
ts. He is A. J. Mathews of 
he Hanan store. If the hose de- 
artment is showing a loss, expe- 
ience has proved that he may 
est assured that the foot cover- 
g business is poor all over town. 
f hosiery sales are normal and 
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shoe sales are subnormal, 


son for the slipping. It is plain 
that this latter condition proves 
conclusively money is being spent 
but the shoes are not meeting 
with the satisfactory response. 
That is where his job as manager 
requires him to give a satisfac- 
tory answer to that “Why,” rem- 





Newest 


Self Color 
DeLITE HEEL 








The Exquisite New 
Heel Design 
$15.00 


An AIl-Silk Sheer Chiffon 
In All the Newest Colors 
Immediate Deliveries 


Manufactured by and licensed to 
Oscar Nebel Co., Hatboro, Pa., 
under patent No. 1,111,658 


ROSENHAIN CO., Inc. 
220 Fifth Ave., New York 


(Rosaine Fiosiery 











edying the fault at once. That j 
also why he feels that his hosier 
business is an absolute baromete 
for the business of the store as; 
whole. 

The hosiery department of thi 
store is just about three years 9] 
and aside from its desirability as{ 
business guide, it is a handsom 
profit producer. Three 
simplest rules imaginable are jt 
guiding beacons: No. 1 is “By 
’em right,” No. 2, “Advertise ’e 
right,” No. 3, “Sell ’em right.” 

To the first rule this thought ; 
offered, “Buy only from a mea 
chandising point of view.” 
ing the size scale and the cold 
trend will definitely determin 
what to buy and in what quant 
ties. Here it was stressed th 
buying the correct colors is f; 
more simpler than buying the 
rect sizes, a vital point in propd 
merchandising that is many tim 
overlooked. Furthermore, | th 
caretaking method of watchije’' 
sizes results in such a continu 
clean stock that it requires 
extra commissions, no_ bonus 
and no prizes to sell out the « 
lots, for under this system no ( 
lots accumulate. This close w 
of merchandising also makes { 
a complete stock turn each sit 
days. 

Three sales are held a year} 
for the purpose of bringing 
new customers and not to cle 
house. So many new permane 
customers are added throu 
these sales that the sale polic) 
continued simply for the adv 
tising benefit derived. A one-t 
hose repair service is also mu 
appreciated by the store’s patro 
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News 0” the MARKET 


head of the 
Stocking Co., New 
N. J., was elected 
esident of the National Associa- 


John W. Mettler, 


Hon of Hosiery and Underwear 


.. Manufacturers 
‘on’s convention 


at the organiza- 
in Philadelphia 
t month. It was also reported 

. Mettler was to head a 
erger of five hosiery and under- 


Wear mills, involving a capitaliza- 
Won of around $15,000,000, but the 


termin 
quant 


An amicable adjustment of the 
igation between the Gotham Silk 


‘Msiery Co. and Julius Kayser & 


, which involved the patent 


achts on pointed heel hosiery, is 


ima@gnounced. 


The difference arose 


immer the license policy pursued by 


®. sales exploitation, etc. 


3 patro 


vy 5, ib 


hyser. The two firms are now in 
mplete accord on the granting of 
enses to manufacture pointed 
els under the Landenberg patent. 


ation of the Artcraft Stylist, a 
y house organ carrying articles 
window trimming, merchandis- 
Ralph 
Schwartz, vice-president of Art- 
ft, has gone to Europe to com- 
te arrangements with a leading 
is couturier to serve on the 
res Color-of-the-Month style 
rd, 


lock & Judson, Inc., of 212 Fifth 
enue, New York City, manufac- 
ers of Mojud Hosiery, have just 
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contracted for a concrete addition 
to one of its manufacturing units, 
the Mock, Judson, Voehringer Co. 
of Greensboro, N. C. The new 
building will add 28,000 sq. ft., giv- 
ing a total of 48,000 sq. ft. of manu- 
facturing space in the plant. When 
completed the building will house 
90 machines, about half of which 
will be of the 45 and 48 gage vari- 
ety, with complete equipment for 
the manufacture of the newest type 
stockings, including picot edges, 
fancy heels and various types of 
lace work. 


Alvah W. Sulloway, president 
and treasurer of the Sulloway 
Mills, died at his home at Frank- 
lin, N. H., of pneumonia, April 22. 
He was 89 years old and long had 
been identified with the industrial 
life of New England. 


Schletter & Zander, Inc., have 
filed suit in the U. S. District 
Court in Trenton, N. J., against the 
Excello Hosiery Mills, charging the 
latter with infringement of two 
patented designs covering the Gor- 
don V-Line heel. Brown, Durrell 
& Co., New York, are the sole dis- 
tributors of Gordon hosiery. 


Cooper, Wells & Co., manufac- 
turers of Iron Clad hosiery at St. 
Joseph, Mich., have just announced 
that J. C. Burwell will travel for 
them in northern Ohio and make 
the territory formerly covered by 
W. H. Marston. E. E. Darling of 
Spokane, Wash., has joined this or- 
ganization as traveling salesman 
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and will cover the territories of 
Montana, Idaho, eastern Oregon 
and Washington. 


Harry Licht, president of the 
Moon-Sheen Hosiery Corporation, 
together with Emil Washauer, S. 
George Dessauer and Frederick R. 
Thaler, employees of the hosiery 
jobbing firm of G. & A. Wise, are 
taking over the Wise business. The 
Moon-Sheen corporation will be 
consolidated with the Wise firm and 
both will operate under the name of 
G. & A. Wise. George and Arthur 
Wise are retiring from business. 


Krueger-Tobin Co., Ine., will 
move, about May 8, from the pres- 
ent quarters at 15 East Thirtieth 
Street to new quarters containing 
about 10,000 feet of floor space in 
the Park Avenue Building, 2 Park 
Avenue, New York. 


Edward Freschl, president of the 
Holeproof Hosiery Co., is now in 
Europe on a three months’ tour to 
observe style tendencies as_ they 
affect hosiery and to confer with 
Lucile of Paris regarding new 
colors. 


Mills 


announce 


Ajax Hosiery 
the opening of a new Boston office 
at 52 Chauncy Street, under the 
supervision of Joseph Mann. 


Van B. Moler & Co. have becsme 
exclusive American distributors for 
C. W. Schletter, Thalheim, Ger- 
many, manufacturers of women’s 
and children’s full fashioned lisle 
hosiery. This line several years 
ago was imported by the Onyx Ho- 
siery Co., but was discontinued 
when the Onyx firm was sold. 


An organization to deal wi 
the problems incident to t 
wholesale distribution of hosie 
has been formed by a number 
leading distributors. The nar 
“Hosiery Distributors’ Institut 
has been chosen. Organizati 
took place at a dinner at the Ho 
Roosevelt, New York, April 
given by the Credit Clearing ; 
justment Corporation. M. 
Cohen, Society Maid  Hosie 
Mills, presided at the dinner, a 
H. J. Lippsett of the Lehigh § 
Hosiery Mills, was named cha 
man of the organization. Oth 
mills represented at the first me 
ing were Gotham Silk Hosi 
Company, Mock & Judson ; 
Miller Hosiery Company. 


At the meeting of the Natio 
Association of Hosiery and Und 
wear Manufacturers in Phila 
phia last month, preliminary st 
were taken looking toward the 
ganization of a Full Fashioned 
siery Institute, the principal obj 
of which, if formed, will tackle 
problem of production and distri 
tion of full-fashioned hosiery. 
the preliminary meetings there 
considerable talk of the evil of 01 
production and suggested reme 
in the form of statistical report 
production from manufacture 
something along the line of pro 
tion control practiced in some 0 
industries. 


Women’s hosiery departmé 
have been opened in six of 
Weber & Heilbroner men’s 
chain stores here, five in Man 
tan and one in Brooklyn. Got 
and Onyx hosiery are (all 
Weber & Heilbroner operate 
stores in Greater New York. 
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